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Styled right and made taht the new Peo. 
cock Shoes for Spring will sell. Their re- 
tail price is within reach of your trade... 
and their cost yields you a splendid mark up. : 


PEACOCK SHOES TO RETAIL for $8.50 
bring you a super-selling line of shoes that _ 
fulfills your present day needs...a combi- 
nation of style and quality with a sales - 
price that insures quick turnover. 


NEW PEACOCK STYLES FOR SPRING form 
a comprehensive and well balanced line of _ 
_ fashion-correct footwear... translating the _ 
current trends of fashion into styles that sell. _ 
Further smart fashion interpretations are _ 
now in process, to be added for late Spring 
and Summer. | 
LONG ESTABLISHED and wll. merited 
leadership won and maintained by Pea- — 
cock Shoes i is a tribute to their superior : 
quality and refined craftsmanship.. .and is 
responsible for the consumer acceptance 
which makes them sO > profitable for you. 
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SAINT LOUIS. UL S.A. 
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The VOICE of the TRADE 


J. Jaramillo, 


shoe merchant at Medellin, Col- 
ombia, for the past thirty years, 
writes : 

“A shoe dealer can clearly ex- 
plain that the situation of the 
world is due to lack of cooperation. 
Money is in the hands of bankers, 
capitalists, savings institutions, of 


MONEY 








people with big incomes. And 
frequently energy, efficiency, in- 


itiative, and ‘ideas’ are in other _ 


hands. These two forces need 
each other and as long as they 
stand apart there will be no pros- 
perity, no valorization, no properly 
balanced welfare for humanity. 
“It is like a pair of shoes of the 
best quality, but of which the right 
one is in the hands of Mr. Blind, 
and the left one is held by Mr. 
Lame; apart, each shoe is worth 
nothing, not even the money that 
is necessary to make it; but to- 
gether. the pair of shoes will rep- 
resent a value much higher than its 
cost price, and this HIGHER 
PRICE is PROSPERITY 
THROUGH COOPERATION.” 


* «K * 
; A. P. Funk, 


president of the La Crosse Rub- 
ber Mills Company, manufactur- 
ers of rubber boots and shoes, at 
La Crosse, Wisconsin, has been 
named Federal Reserve Bank Di- 


rector for a period of three years, 
of the Ninth Federal Reserve 
Bank District. He has been asso- 
ciated with the La Crosse Rubber 
Mills Company since 1890, and is 
prominent in other businesses in 
Wisconsin. His banking interests 
in Milwaukee, Wis., and in Chi- 
cago, fit him for his new post. 


* * 


- Newsom, 
Men’s Merchandising Editor of 
Vanity Fair and Editor of “The 
American Golfer,” said from the 
platform at the Shoe Manufactur- 
ers Styles Conference: 
“White-wash suits for business 
in northern cities will reach a new 
high. After the whites, other 
light colors in linens, seersuckers, 
Palm Beach cloth, synthetic fab- 
rics and even silks. This is strict- 
ly an American  business-man’s 


a the a . 


fashion. American business men 
will decide, with your help, if you 
come to their assistance, what 
styles of shoes to wear in the city 
with white suits. (Plain white 
shoes are only one answer). 
Brightly colored, checked and 
plaid tweed coats to be worn with 
plain, contrasting trousers are 
definitely on the increase. These 
rough fabrics, bold patterns and 
bright colors call for grain leath- 


ers, more perforations, heavier 
pinking in shoes. Blucher styles 
will also be in greater demand. 
Our much discussed friend, the 
brown buck shoe, will increase in 
sales.” 


> 


Robert Wadlow, 
15 year old giant, 7 feet, 8% 
inches tall, made a one-day ap- 


¢ 

mur Boy 

ehh shape 
Bol) ae hag 

pearance at a kiddies’ party at the 
Alabama Theater, Birmingham, 
Ala., through the courtesy of the 
Millwood Shoe Co., and Weather- 
bird shoes. Although he is only 
15 years old the young Hercules 
weighs 360 pounds and doctors 


say he will continue to grow until 
he is twenty-five years old. 





*K 


The Danbury, Conn., 

Business Association breaks into 
public print with full page “Look 
At Your Feet,” sponsored byA. H. 
Foster, Spencer Shoe Store, Kin- 
ney Shoe Store, Markoff, Emer- 
son & Morrell, Inc., Geo. A. Lane, 
Lane’s Shoe Store and Holbrook’s. 
This advertisement, released by 
the NRA, has appeared in more 
newspapers than any other co- 
operative effort by any other in- 
dustry at retail—proving that the 
shoe man is more interested in do- 
ing a collective job at retail than 








any other group. The original 
was shown in the REcoRDER on 
Oct. 21st. 


* * * 


Cattskin butts 


for shoes. For something inter- 
esting in leather, new to many 
buyers, are the sport types of 
shoes that are made from calfskin 
butts. Now the butt is the best 
part of a calfskin, nature so pro- 
viding, and the tanners cut off 
the butt, and give it a special tan- 
nage, and then finish it on the flesh 
side with a very fine nap. It’s not 
suede, though some call it so, for 
it is made of skins more weighty 
and larger than are commonly used 
in making the familiar suede 
leathers. Besides the tannage is 
different. 

This leather is expensive, as 
might be imagined, seeing that 
only the best part of the skin is 
used for the making of it. It is 
to be found in the better grade 
shoes of the sport type, often 
being made up with the flesh side 
out and the grain side in, and since 
the grain is smooth, and the leath- 
er is firm it ought to hold the shape 
of the shoe. No linings are used. 


RIGHT OFF THE BOAT / 





Axel Stokby, 
of the Masbacher Company, 171 
William Street, New York City, 
brought to the National Seasonal 
Opening, Greenland shark and seal 
leathers—-some of the skins land- 
ing the day before the opening, 
from the Lindbergh supply ship. 
Mr. Stokby represents the Green- 
land Trading Company and is de- 
veloping a market for marine 
leather from the Arctic. 


*x* * * 


Sead across the sea. 

Bogislav Zegorav, of New York, 

shake hands with Charles Henry 
Baber of London. 

This week Zegorav launches the 

vogue for heel-less sandals for 

women as a high fashion note 
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HISTORY REPEATS ITSELF 


“We cannot absolutely prove 
that those are in error who tell 
us that society has reached the 
turning point—that we have 
seen our best days—but so said 
all who came before us and with 
just as much apparent reason.” 


—The above sentiment was expressed by 
Macaulay in the year 1830, over a century 
ago. 

—Human nature is ever progressing, but 
ever repeating. 

—Every man who has ever lived has lived 
in a Modern Age. For TODAY is ever 
modern and every man lives his today. 

—There’s nothing new under the sun, not 
even in human nature; nor the story of 
human nature, which is History. 


Tea6 Vile 


President. 





from Fifth Avenue. Not a trace 
of a heel, but a built up arch, to 
give shape to the foot. For he 
says: “Flat feet can never be made 
fashionable, or, for that matter, 
comfortable. Let’s elevate the 
arch a trifle to give form to the 
sandal. The new shoes are for 
evening wear!” 

Let’s jump the Atlantic and 
visit with Charles Henry Baber, 
Regent Street, London, who intro- 
duces the absolutely heel-less shoe 
for men. His contention is that 
man was meant to walk with heels 
on the ground and not elevated. 
He wears the shoes himself and 
hopes to tell all England that the 
heel-less shoe for men is the right 
thing. 

2. 2s 


4d 
H i-hikers” 


are selling briskly here to young 
New England who are going in 
for out-of-door sports whatever 
the weather. These are high-cut 
boots, some with cuffs on the tops 
that can be turned up if the snow 
is deep. The uppers are of stout 
elk, and the soles are of the weath- 
erproof sort. Many of them are 
of moccasin construction, with the 
upper passing under the foot, 


which keeps out the cold and 
dampness, and the moccasin toe 
is roomy enough to provide itor 
the woolen stockings that are 
usually worn with them. Warm 
toes even in zero weather. 


* * OX 


Herbert Posner, 
of Dr. A. Posner’s Shoes, Inc., 
New York, says: 

“Visomatic machines (an in- 
genious method of salesmanship 
by talking picture productions) 
and trained operators in Western 
Union offices, in all key cities, 
stand ready to show our new 
patented Muscle Builder shoe 
promoter.” 

“The story is told both graph- 
ically and forcefully. Technical 
features of this shoe are described 
in a manner that is thoroughly 
understandable. Scenes are in- 
cluded in a typical home, a typical 
‘Muscle Builder’ dealers’ store, as 
well as in the Posner executive 
headquarters. The entire produc- 
tion is replete with human inter- 
est. 

“By this unusual method of 
presentation it is possible to ‘talk 
directly to shoe dealers.’ ” 





* * * 
alin 
Bamboo sticks, 


5,000,000 in number, have arrived 
in Boston from China, to be used 
for holding pumps and ties in 


shape, and they’re a sort of a~ 


juvenile form of the rattan stick 
with which the school master used 
to beat out the tune time for 
“reading, ’riting and ’rithmetic.” 


* * * 
Wil A. Knight, 


president of the Knight Shoe 
Company of Portland, and 25 
other prominent Portland business 
executives in varied lines, made 
their annual good-will tour to the 
Inland Empire, or large trading 
territory around the rich apple 
valley region. Their first stop was 
Stevenson, Washington — thence 
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to Goldendale and from there to 
Yakina. 


* * 


J. Franklin McElwain, 
in analyzing the truly representa- 
tive character of the National Boot 
and Shoe Manufacturers Associa- 
tion, said: 

“Are you truly represented? If 
you are a large manufacturer, are 
you represented? If you are a 
medium manufacturer, are you 
represented? If you are a small 
manufacturer, are you_ repre- 
sented? Now, in answering 
those questions, I made a statistical 
analysis of the Board of Directors 
as proposed for the coming year, 
and I find that that Board of Di- 
rectors and Officers, consisting of 
approximately 43, produced 50 per 
cent of the shoes of this country. 
The smaller units on the Board 
are represented by 16 who produce 
less than 2500 pairs per day. There 
are 14 who produce from 2500 to 
5000 pairs per day; and there are 
13 that produce in excess of 5000 
pairs per day. 

“From that standpoint, you are 
justified in assuming that your 
interests are truly represented— 
whether you are a small, medium 
or large manufacturer. 

“The next question is, are you 
represented by a manufacturer 
who can speak in your language 
and represents the type of shoes 
that you produce? On this Board 
there are some manufacturers who 
make men’s and women’s shoes 
and in this analysis I have given 
them a vote both in the men’s 
problems and women’s problems 
and the result is as follows: 

Women’s 27, Men’s 19, Boys 11, 

Misses 7, Work shoes 5, Slippers 3, 

Stitchdowns 6 

“T think that answers the ques- 
tion relative to types of shoes. 

“The next question is—are you 
represented by producers of sim- 
ilar grades of shoes? This an- 
alysis shows on this Board: 

Women’s high grade shoes 5 


Women’s medium grade shoes 16 
Women’s popular price and 


cheaper grade 6 
Men’s high grade 4 
Men’s medium grade 11 
Men’s popular grades 4 


“This proves that the National 


Boot and Shoe Manufacturers As- 
sociation is truly representative.” 


* * * 


Uniform rules 


covering the purchase and sale of 
shoe fabrics have been drawn up 
by the Planning Committee of the 
Shoe Fabrics Council of the Silk 
Association of America, Inc., in 
conformance with the provisions 
of the Code of Fair Competition 
for the Silk Textile Industry. A 
signed contract is required, accord- 
ing to the terms of the Code, for 
all orders in excess of $500. 
Members of the Shoe Fabrics 
Council Planning Committee are: 
Chairman, G. M. Herrmann, Deu- 
ville-Palatine Corp.; J. Rourke, 
Cedar Cliff Silk Company; H. 
Leipniker, Rosemont Silk Com- 
pany, Inc.; Lawrence Schiff, 
Lawrence Schiff & Company; S. 
Starensier of S. Starensier; L. 
Wertheimer, J. M. Perkins & 
Company, Inc.; E. O. Garbe, J. 


Einstein, Inc. 
* Ok Ok 


—_— 


An Executive Order extending 
the life of the President’s Reem- 
ployment Agreements (the blanket 
code) will be forthcoming any day 
now. 

Ordinarily the PRA’s would ex- 
pire Dec. 31. The work of codi- 
fication isn’t nearly done yet. 

Just short of 150 codes have 
been signed. There are 7000 in- 
dustries. NRA has it figured out 
if they get up to the 350 mark 





their pioneering work will be done 
insofar as the dotted line is con- 
cerned. 

* ok Ok 


Authority wins ! 
For some time the meek and mild 
title “National Retail Trade Coun- 
cil” has been used to designate the 
supreme authority of the retail 
trade centering in the NRA. The 
title lacked the wallop of authority 
—so, forthwith, by order of Gen- 
eral Hugh S. Johnson, the name 
of the body will be “National Re- 
tail Code Authority,” to supervise 
and administer the retail code. 
Local Retail Trade Councils like- 
wise change their title to “Local 
Retail Code Authorities,” and be- 
come both teachers and policemen, 
interpreting and enforcing the 
code. Local Retail Code Authori- 
ties are to be organized in each 
town of more than 2500 popula- 
tion. 

* * x 


Dan Howard, 
of LaValle, Inc., New York City, 
hails the return of the bench welt. 
He said: 


“Bench welts are the talk of the 
town. Several merchants visited 
the factory to see 65 hand shoe- 
makers produce 100 pairs of shoes 
per day. Not a machine touches 
the shoe after the fitting room. The 
insoles are channeled by hand— 
edges are trimmed and set by hand 
—and leather heels are built up 
layer on layer.” 











“It’s lucky one of us remembered our rubbers.” 





Spring Shoe Race 
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Gets 


Manufacturers’ Show the Opening 
Gun for a Better Shoe Year in 1934 


The shoe industry moved into New York 
City last week. It came to attend the National Sea- 
sonal Opening and to participate in a number of con- 
ventions. Shoes on display were everywhere. The offi- 
cial headquarters at the Hotel Commodore was under 
the direction and management of the National Boot 
and Shoe Manufacturers Association. Unofficially 
there were displays at these hotels: Edison, Lincoln, 
McAlpin, Pennsylvania, New Yorker, Martinique. 
Also at the Marbridge Building and Empire State 
Building—permanent sample rooms everywhere. 

It was a great get-together of the crafts and the 
clans, and of the men of allied trades as well. Asa 
National Seasonal Opening it was a success; but pri- 
marily the Opening is a means for starting the season 
—with all lines at scratch, ready to run the Spring and 
Summer race. Many starters, representing organiza- 
tions large and small—the runs of the week as meas- 
ured in orders most variable. So we can summarize 
the week as a good race started with some orders 
placed but no great rush or volume to report. 

It was a good start for a new season. One out- 
standing thing, however, should be mentioned, and 
that is, a change of spirit from the Convention of last 
year. A year ago the industry was in the depths of 
despair. This past week the depression was scarcely 
mentioned. The tone of the trade was most temperate. 
It sees possibilities and real probabilities of progress 
in the early months of 1934. The best product of the 
week—a change of spirit for the better—to lead to 
sales and service betterment later on. 

In view of the fact that Dec. 5 marked prohibition 
repeal, and also the start of the National Seasonal 
Opening Week, merchants in the field will be in- 
terested to know that booze and shoes had very little 
in common this week. There was absolutely no in- 
toxication noted during the week, and the most tem- 
perate banquet that was ever held by the National 
Boot and Shoe Manufacturers Association concluded 
the activities on Thursday night. The Thirtieth An- 
nual Banquet of the National Boot and Shoe Manu- 
facturers Association was purely a social affair—no 
speeches were made, and George Miller, chairman of 
the entertainment committee, provided the gaiety of 
the evening, with such high liners as Eddie Cantor, 
Ted Lewis, and others. The National Seasonal Open- 


ing Week terminated officially Friday, December 8, 
when J. O. Ball and his staff completed the work of 
the week. 

Every line and every sample room in every part of 
the city featured new talking points. Craftsmanship 
in shoe-making returns in every line. It is not possi- 
ble to interview all starters in the race, but we took 
occasion to take a few samples at random to interpret 
the tempo of the week and here they are: 


John H. Alden, C. H. Alden Co., Abington, Mass., 
says: “Our customers want first, good-fitting shoes. 
Second, good-looking shoes which have qualities 
which will remain evident for a reasonable length of 
time. Under the present conditions we feel that $8.50 
will be top price for volume in men’s shoes having the 
foregoing characteristics.” 


George H. Bernheisel, Stetson Shoe Co., 
South Weymouth, Mass., says: ““Men want comfort- 
able shoes, shoes that are in good taste and fairly con- 
servative. The inclination seems to be toward 
narrower toes, but this is not too pronounced except 
in certain of the larger cities. Last year we had to 
do a real selling job to get $10 cash money from a 
man. Right now they are parting with $10 and $12 
comparatively easy. We find that there is a distinct 
change in the mental attitude of our customers which 
makes for better selling.” 


Alfred F. Donovan, E. T. Wright Shoe Co., 
Rockland, Mass, says: “We have a remarkably staple 
business with a black calf oxford, our one outstanding 
best seller. We therefore view with considerable grati- 
fication the pronounced increased call on the part of 
men for more brown shoes. I honestly think that this 
reaction toward brown shoes is a distinct trend for 
more pairage. Perhaps we are overly optimistic, but 
we feel that we have had such a good business that 
the immediate future holds excellent prospects.” 


J. F. Teeple, Teeple Shoe Co., 
Waupun, Wis., says: “Everyone want to buy shoes at 
last year’s prices, but not under last year’s conditions. 
Last year bellies were 9 cents, this year this innersole 
stock costs us 29 cents. Last year, calf was Io cents, 
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Off to a Fair Start - - - 


and this year it is 22 cents. Nearly all linings and 
shoe findings are double last year’s price. Wearers 
want last season’s retail prices. We intend to meet 
that problem by the means of a series of gradings 
which will not hurt the wearing qualities of the shoes. 
We are simplifying our manufacturing problems to 
keep the costs down. As we sense public sentiment 
we do not believe the time is ripe at the present mo- 
ment to raise price levels appreciably.” 


J. O. Humbert, L. D. Stickles Shoe Co., 
Red Wing, Minn., says: “There is no part of the 
shoe business that is changing so rapidly as that of 
supplying shoes to children and growing girls. The 
old idea was that girls in the high school age should 
wear heavy types of shoes with Cuban heels and heavy 
soles. That period is entirely changed. Those buyers 
who wonder why they are losing their high school 
trade had best look to the feet of the girls. These girls 
want light trims, light weights and shoes styled to 
their own youthful ideas. 

“These young girls are style conscious. They are 
readers of style magazines. They are consistent movie- 
goers and so they know just exactly what’s what. 
These girls will buy lower heeled shoes provided they 
can get them in the right styles.” 


Samuel L. Slossberg, Green Shoe Mfg. Company, 
Boston, says: “One thing is sweeping the country— 
the attention given to health and corrective footwear 
by all thinking persons whether they are in the shoe 
business or not. Parents, educators, those connected 
with the medical profession and sincere retail shoemen, 
are and should be paying a great deal of attention to 
the importance of corrective footwear for children. 

“In order to carry out the foregoing program it is 
perfectly obvious of the important part played by 
good shoes. Permanent health features cannot be 
built into cheap shoes. When it comes to a shoe which 
does a real job, this shoe must have a real foundation, 
be made of real materials and by real shoemakers in 
the best possible manner. 


“Consumers are open minded when it comes to buy- 
ing an idea—not an idea of a grey shoe or a blue 
shoe or a blucher or a strap, but an idea of a shoe 
which will contribute to good health. Our researchers 
have established the fact that parents have no hesi- 
tancy of paying good prices for growing girls shoes 
which have self evident health features.” 


a 


E. M. Meyer, Meyer Bros., 
Brooklyn, N. Y., says: “For the Pre-Easter selling, 
women will be looking for the low heeled types of 
walking shoes. What will interest them most will be 
the high light merchandise, unusual patterns, unusual 
trends, something that has a real strong eye appeal. In 
other words, shoes that will contrast vividly with the 
sale merchandise which will fill many of the shoe 
window displays. These sparkling new early Spring 
shoes, will shock a woman into buying them. They 
will take for granted the staple shoes. 

‘Any buyer knows that he cannot expect his women 
customers to be greatly excited over staples, during 
the late winter months. They will buy these staples 
as they need them, but they will buy pretty new shoes 
as an extra pair proposition.” 


John McElaney, Stacy Adams Co., 
Brockton, Mass., says: “There was no reason for the 
huying flurry in July and August except that feeling 
of confidence that is apparent throughout the land. 
Since that time buying of men’s high grade shoes has 
simply resolved itself into a question of man’s inherent 
desire for good shoes. It is not a question of price. 
Shoes at regular prices have a stronger and similar 
appeal than those at sale prices. Consumers frankly 
wonder what is the matter with the shoes when they 
are sold at less than the established price. When a 
man pays advanced prices he must be first sold on the 
idea that he is getting full value for his dollar. He is 
more influenced by a quality, style and comfort ap- 
peal than anything else. 

“We feel that the swing toward quality merchan- 
lise is so strong that we are now bringing out the 
finest and highest priced line ever produced in our 
career. Our close customer check convinces us that 
men are so interested in hand-made, comfortable, flex- 
ible shoes, that they will pay at least $25 for such an 
article if they are convinced of the worthiness.” 


George E. Windorf, United Slipper Co., 
3rooklyn, N. Y., says: “For the coming Spring sea- 
son in our line, the all white beach sandal will, with- 
out doubt, be the predominating color. We find that 
our buyers are anticipating their requirements a little 
earlier than usual this year, and are looking for shoes 
in a fair price range, with the lower price predominat- 
ing. As to types, I feel that the mesh vamp oxford 
and the all white linen blucher oxford will be the 
most popular, with the mesh vamp with fancy 
stripping a close second in demand.” 
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FRANK BOYD 
HOTEL COMODORE 
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Cover The Commodore 


Spring Fashion Developments as Shown at the Seasonal Opening 


l, the corridors and showrooms 
they were discussing the Monday Style Show. Should 
a style show be practical or colorful? Should it 
show saleable shoes or promotional shoes? Was this 
particular show stimulating or misleading? Well— 
we say—a style show can’t get across to a huge audi- 
ence unless it strikes a high note and exaggerates its 
points. Moreover a style show, like’a cocktail, is 
meant to stimulate the appetite—the appetite for new 
ideas! Like a cocktail, too, it shouldn’t be swallowed 
whole. 

Few stores, for instance, will be able to sell heeless 
evening slippers. In more modified expressions, how- 
ever, the low heeled evening shoe is on its way. After 
seeing Vida Moore’s new use of heavy eyelets, we 
know that there are new ways to “airify” shoes and 
why go on repeating the same old banal perforations. 

Show shoes like this may not do for a steady diet 
but they have an important part to play. They stir 
us up and quicken the imagination. A seasonal open- 


By 
RUTH HARRINGTON 


ing—or a Spring shoe stock—would fall pretty flat 
without any high lights! 


Scuffed Leathers to the Front - 


What was the one most important note struck at 
the opening? We say the emphasis on Spectator 
types and the use of scuffed and other novelty leathers 
for their development. 

These shoes centered on moderate 14 to 16/8 heels, 
will sell not only to the 16 to 18 year old market but 
also to the average woman. They are still “an extra 
pair” proposition, to be sure, but their appeal is much 
wider this Spring than it has ever been before. 

To make these types look newer, Springier, and 
more appropriate for general wear, many lines are 
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using smaller, daintier prints. The lasts and patterns 
used have more refinement, too—less of the country 
and campus look. 

Fabrics, while not widely shown, were remarkably 
well styled in several lines. A new ribbed fabric 
combining black and gray or tones of brown was 
particularly effective. Smart for country types was 
a sports material with diagonally placed criss-crossed 
stitching, giving a knitted effect to the material. Many 
fabric shoes have patent trimming. And patent, as 
a general trimming note, is getting a new play this 
Spring. 

Long Live the Ghillie 


Open lacings are the high note in details. The 
word “ghillie” is getting hoary with age and we hate 
to use the term, but the fact remains that the ghillie 
influence is still very, very important. From sport 
shoes up to informal evening types that particular 
kind of novelty lacing made itself felt in the Com- 
modore showing. In open throat Theo’s, in oxfords, 
even in pumps. Its newest expression is the open 
shank type, as shown in the fashion show illustration. 
Also widely used in the new lines are heavy, often 
square, metal eyelets and “work shoe” laces. 

Shoes with the high, glove fitting silhouette and 
elastic gussets were represented in a number of the 
better lines. With cut outs to lighten it, we would 
expect to see this shoe figure as a high fashion this 
Spring, with more general emphasis to be given it in 
the Fall. 


When They Wrote the Colors 


The best selling shoe was the oxford with fine 
perforations, sometimes combined with stitching, often 
styled with an open throat effect. Black, brown, navy 
blue and a little gray were the colors. 


Most buyers seem to feel that one gray shoe at 
least is necessary. The lighter gray goes into the 
cheaper shoes, the deeper tone for the better business. 
The general feeling 
was that all the 
middle neutrals— 
grays, beige, taupe 
—would be better 
in print leathers 
than in plain. 

The color called 
“string” was get- 
ting attention, us- 
ually as a trimming 
color for brown, 
sometimes by itself 
in prints, suede 
combinations or fa- 
brics. The authen- 
tic cast of string 
color is important 
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Five of the Show Shoes Styled 
by Vida Moore 


The eyelet shoe, a new 

trick in perforations. 

In brown with the eye- 

lets in orange and with 

orange tassels for the 
lacings. 





The flat heeled evening 

slipper that created 

such comment. In flesk 

satin with Victorian cord 
trim. 





Sport shoe worn with a 

Bavarian sports costume, 

with typical peasant 

shoe detail and sturdy 
lines. 





The open shank ghillie. 

This idea is represented 

in a number of high 

style lines and looks like 
a leader. 





The evening tie. Styled 

in taffeta with brown 

patent kid applique and 
gold piping. 





and is not as yet fully realized. It’s a color with no 
pink in its make up—a perfectly neutral shade. 


Two Subjects for Debate 


Two of the comments made by Vogue at the style 
meeting created considerable discussion and some 
confusion—first the statement that navy was prac- 
tically out of the picture and second that perforations 
and open effects were on the wane. 

These statements, however, were given as coming 
from Paris and as such might be expected to have an 
advance not an immediate bearing on the shoe mode. 
Miss Case made clear in her talk that the American 
situation was different, calling for navy blue as a 
[TURN TO PAGE 51, PLEASE] 
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Arthur E. Ebbs (seated left), chairman of the St. Louis 1934 N.S.R.A. Convention Committee, and Charles E. Williams (standing) chair- 
man of the Publicity Committee, listening to Walter B. Huette, Jr. (seated right), chairman of the Exhibit and Hotel Committee, explain 
the plan that will provide accommodations for over 7000 merchants and 400 lines of shoes that will be on display during the show. 


Need to Know Facts, St. Louis 


Drawing Card 


The early predictions of the St. Louis 
1934 N.S.R.A. Convention Committee, that a new 
record would be set for attendance at the meeting 
to be held Jan. 7, 8, 9, 10, will undoubtedly be ful- 
filled, according to present indications. Reservations 
are pouring in from all sections of the United States, 
with delegations being formed in practically every 
large community to come to the convention as a 
group. 

Word received from the West Coast reveals that 
low rail rates and an exceptional interest in the pres- 
ent shoe price and style situation will induce many 
merchants to attend. Early in the campaign waged 
to arouse shoe men to the importance of this conven- 
tion, little consideration was given to the meeting. 

With developments during the past 20 days, oper- 
ators who, as a rule, purposely avoid conventions 


Shoe Merchants Eager for 
Knowledge on Which to Plan 
Merchandising Policies 


tind themselves confronted with the necessity of being 


better informed both as to merchandising as well as — 


market conditions. 

The definite trend of past seasons, with a rather 
well-defined price structure all established, is lacking 
at present. Merchants are confused, constrained and 
without confidence. There is a desire for more assur- 
ance—wanting to know more—a desire to be sup- 
ported in their judgment with more facts—an urge 
to investigate before making their 1934 buying and 
selling plans. This summarizes the mental viewpoint 
of many merchants. 

This unrest and eagerness to know on the part of 
shoe men has contributed more to stimulating attend- 
ance than any one cause. Their buying experience 
during the past nine months has taught them much. 
They have discovered that speculating and antici- 
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pating their commitments on conversational price 
changes is not sound retailing. They have experi- 
enced the impact of a public who refused to pay in- 
creased prices when the spread has been too severe 
to be met by their customers. 

As good shoe men they understand the barter of 
business and are blaming no one. They have, how- 
ever, committed themselves to a policy of digging 
into every condition that directly or indirectly affects 
their business, and to inaugurate their policy nothing 
at the beginning of the new year offers the broad 
opportunity of the N.S.R.A. convention, in St. Louis, 
Jan. 7 to 10. 


P erhaps this mass merchant market 
will present the greatest collective thinking group of 
merchants ever assembled. “Make no mistake about 
it,” says Chairman Arthur E, Ebbs, of the Conven- 
tion Committee, “this is going to be a thinking con- 
vention, and with active brains you can always depend 
upon action.” 

The tentative program of the general business 
luncheon sessions have all been organized, with some 
of the business clinic meetings completed with chair- 
man and vice-chairman selected. 

“We are attempting at the three noon-day business 
luncheon meetings,” declared Harold N. Underhill, 
chairman of the program committee, “to give to the 
merchants headliners in the business of retailing. 

“These addresses, vitally important as the business 


Marcus Rice (left), chair- 
man of the Styles Commit- 
tee, N.S.R.A. Convention, 
St. Louis, January 7, 8, 9 
and 10, and shoe buyer for 
Famous - Barr Co., checks 
with Harold Underhill, chair- 
man of the Program Com- 
mittee, and shoe buyer for 
Scruggs, Vandervoort & 
Barney D.G. Co., the large 
list of representative manu- 
facturers who have already 
signed up to display their 
Spring lines at the conven- 
tion. 





clinics, will be on a broader basis, to appeal to a 
general audience rather than the subjects that will be 
discussed at the business clinics, where selected speak- 
ers will diagnose the individual problem, which will 
then be thrown open for discussion. 

“For the opening business luncheon session on 
Monday, it was agreed that no better information 
could be disseminated to the visiting shoe buyers 
than what clothes will be worn for Spring and the 
shoes that will have to coordinate with these styles. 
A merchant today must know the trend of clothes. 
He can’t buy or sell intelligently if unable to discuss 
with customers correct colors and styles pertinent to 
his business. 

“The best informed retail shoe merchant will handle 
the meeting. The one noted fashion authority will 
give the complete story on Fashion. How to drama- 
tize and merchandise stocks and style, is to be told 
by a speaker, paid high fees by leading stores through- 
out the country for services of this kind. Every 
merchant will benefit immeasurably from hearing this 
address. A department store shoe buyer recognized 
as a leader will summarize the values of each subject 
discussed. 

“Breaking down the subject of style into three 
meetings, men’s, women’s and children’s individual 
clinics, will follow immediately adjournment to the 
general meeting. 

“Here at these sessions every merchant will have 

[TURN TO PAGE 42, PLEASE| 
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Guard Against 


These Errors— 


Careless ad layouts that fail 
to gain attention. 

Superlatives in copy that raise 
doubts among readers. 

Lack of explanation when 
values are very unusual. 

Failure to describe merchan- 
dise clearly and invitingly. 

Percentage reductions in- 
stead of easy-to-read prices. 

Extending sale too long, so 
that it loses interest. 

Weak displays in the win- 
dows or in the store. 

Equal reductions on good and 
bad styles. 
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Plan 


Make It Complete, 


Compelling, Convincing—and 
Then Get Back to Regular 
Selling at Regular Profits 


Vv WT YW 


P robably there has never been a time 
when the rule of the “Three Cs” was so necessary to the suc- 
cess of a clearance sale as it is this season. 

The public must be SOLD—and it will not be an easy job. 
Half-hearted advertising will not click. Bunk and ballyhoo 
will not get across. To be resultful the campaign must be 
COMPLETE, COMPELLING and CONVINCING. 

Looks like a big order. It does require planning and work. 
But it can be done if you start early. Let’s figure it out as 
though we were just “talking it over.” 

First, the name. January Clearance or some other appro- 
priate name you may care to use is all right. 

Second, the time. A short, snappy sale is best. It isn’t 
likely to die out. Nine days, beginning on a Thursday is good. 
Notice that it includes two week-ends. 


Then, the tie-up. “A suitable character or symbol that can — 


be used throughout gives “continuity.” Last year I used the 
Discount Squad in a sale suggestion that was liked. The little 
men in uniform were armed with blue pencils. 

Gimbel’s, New York, used “Old Man Experience” a few 
months ago. Whatever it is, it should be useable in teaser ads, 
announcement, follow-ups and show cards to get the complete 
reminder tie-up. 

Next, let’s arrange the ad schedule. Teaser ads Monday and 
Tuesday. Then the sale announcement Wednesday, and the 
follow-ups for each day of the sale. 

The job of the teaser ads is to get readers to watch for the 
sale announcement. They may be-as simple as “Shoe Savings 
for You—See us in Wednesday’s paper.” 

The sale announcement should be distinctive—either the 
border or layout illustrations should make it stand out. And 
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Clearance 


By R. E. ANDRUSS 


it should be some style that can be carried out through the 
follow-ups. 

The copy should be straight-forward, sincere, convincing. 
Don’t use superlatives. They make readers skeptical. 

The ad should be well merchandised, with good descriptions. 
Tell people about the shoes, or groups of shoes in a clear, 
direct manner. Customers like to know the facts. 

The follow-up ads can be divided up among men’s, women’s 
and children’s shoes. That way no ads will have to be too big. 

There should be an announcement to customers. Perhaps a 
postal card message, or a reprint of the sale announcement. 

It’s a good plan to have either reprints of the announcements 
or a special folder to go into all sale packages. ; 

And don’t overlook a reminder post card to go to customers 
early in the second week of the sale. This helps a lot to bring 
in those who have been waiting—or perhaps forgot. 

Now the store itself. There should be decorations in a 
striking color scheme. Blue and white is good. Use them 
in the window and in the store to make it look as though some- 
thing special were happening. 

Show cards and price tickets can be blue on white—and 
repeat the character or symbol as well as the sale name. 


Ty to arrange shoes in price 
groups in the windows. It makes them easier to see than in 
a scattered display. 

Get the merchandise out on display in the store—particularly 
the odds and ends and slow movers you want to sell. If tables 
or racks aren’t available, show them on shelves, out of boxes. 

Some stores will use posters and car cards. They help, but 
they can be omitted. The same with radio announcements ; 
also for contests and other attention-arousing ideas. 

All three—car cards, posters and radio talks, are rather dif- 
ficult for the average store. Neither finances nor facilities reach 


‘quite so far. 


But most any store can do all the other things suggested. 
It is not an expensive program. True, it requires more work 
than a hit-or-miss campaign, but it is a whole lot better to do 
the work required to put on a COMPLETE, COMPELLING, 
CONVINCING sale campaign, than it is to worry about old 
stock left on the shelves. 


and Prepare for 


Sale 
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Watch These 


Points in Your 


Sale Program 


1. Teaser ads, to arouse curi- 
osity. 


2. Announcement ads — com- 
pelling and sincere. 


3. Follow-up ads in the style of 
the announcement. 


4. Advance notice to custom- 
ers. 


5. Window displays, new, col- 
orful, with shoes in price 
groups. 


6. Interior decorations to give 
sale atmosphere. 


7. Merchandise well displayed 
on racks, tables or shelves. 


8. Reminder card or letter to 
customers. 


9. Package enclosure—reprint 
of sale ad or special folder. 


10. Contest ideas and other 
plans to create added in- 
terest. 
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Is Design Registration the New Tool of Industry ? 
What Congress Wouldn't Do the Codes Can Do. 


The concept of most shoe men is that 
design is free and that the creator of a pattern is only 
rewarded in mental satisfactions. The custom of 
centuries has been to imitate a successful design 
without acknowledgement to the originating source. 
Design has been as free as the air we breathe. But, 
lo and behold, what Congress wouldn’t grant in the 
way of protection to the designer is now likely to be 
given under the codes. 

In a dozen industries “codes of fair practice” pro- 
vide protection of ownership of original designs. One 
of the best examples of cooperative, collective protec- 
tion is provided for by the Tanners’ Council. That 
efficient organization has provided a quick and im- 
partial means of establishing the ownership of original 
designs. So revolutionary is this movement and so 
important is its purpose to prevent piracy of design, 
that it has given encouragement and new hope to 
craftsmen in all lines of industry. 

The custom shoemaker, the artist and the crafts- 
men, see a new hope in the possibility that better selec- 
tion of goods will be stimulated under the codes of 
fair competition. Art is expected to have a chance 
once more—in competition with “volume-mania.” We 
well remember a custom shoemaker who voiced this 
rare philosophy: “If you make for the classes, you 
live with the masses; but if you make for the masses, 
you can live with the classes.” But this individual 
loved his work so well that he was reconciled to his 
small rewards for artistic creation. 

But perhaps a new day is soon to come for him 
and his kind under protective paragraphs in the codes. 

Because the Tanners’ Council has played a pio- 
neering part in bringing this subject to the front, let 
us examine the explanatory bulletin issued by that 
organization : 


“The Code of Fair Practice for the Leather Industry pro- 
vides for the protection of ownership of original designs, 
and our Committee has arranged for the use of the design 
registration service of the Design Protection Association, 
Inc., in order to provide a quick and impartial means of 
establishing the ownership of original designs. 


“The Tanner’s Design Registation Bureau will be operated 
on the same principle as that of the Textile Design Registra- 
tion Bureau, which has been in existence for five years and 
has proved an effective means of establishing ownership of 
design for fabrics. 

“There should be submitted to the Design Registration 
Bureau, 468 Fourth Avenue, New York City, not later than 
January 1, specimens of each of the designs that you are 
now using. This includes not only those you may consider 
original, but all other designs. These designs will be inspected 
by the Design Registration Bureau and a library of what will 
be considered staple or standard designs will be assembled on 
this basis. 

“It is extremely important that every design which you 
now own be sent in at this time. The basis of originality will 
be that if two or more owners submit the same design, that 
design will be considered a staple. It might happen that 
should you neglect to send in a design you own, that someone 
else might submit the same, have it registered and you would 
thus be barred from using it for a year. Any design eligible 
for registration may or may not be registered at the owner’s 
choice. If registration is desired the Bureau must be informed 
within two weeks after you have received notice of eligibility. 

“Designs may be submitted in leather or in any form that 
will show clearly the design itself and must not be smaller 
than 3 in. x 5 in. in size. Each design should bear a number 
corresponding to the number on the application form. 

“Designs will be returned to the owners by registered mail 
or by messenger, if directed. All records are confidential and 
access to the designs is solely in the hands of the Bureau. 
The Committee, while in charge of arrangements for the 
Bureau, will not have access to the Bureau itself. 

“Cross licensing of registered designs may be arranged 
through the Bureau. This plan has received the unanimous 
approval of the General Planning Committee. We ask your 


cooperation in making this service effective not only from . 


the viewpoint of preventing piracy, but a more profitable 
return on designs in our industry.” 

There is a possibility that this new movement to- 
ward registration of design with the code authority 
of each industry will serve better the ethics of industry 
than any machinery of government. Industry pos- 
sesses to an amazing degree, a knowledge of the back- 
ground of designs and pattern. There are men now 
living who can trace a design or a pattern back a full 


fifty years. So the possibilities of protection on some - 


old treatment of a design or a pattern is limited. 

Real originality “with a touch of genius” is worth 
every reward. Protection will stimulate it. The 
manufacturer will be given greater assurance in the 
promotion of his wares and the merchant’s selections 
will be safeguarded from price competition. 
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YES BUSINESS IS BETTER! 


Sizing-up Orders Tell ‘The 
Story. 


Nearly every mail brings us evidence 
that business is better. This evidence is 
mostly in the form of additional orders 
from Ball-Band dealers whose custom- 
ers are turning to quality merchandise. 
Bitter experience has shown them that 
you can get out of any article only what 
the manufacturer puts into it, so natu- 
rally they are turning to Ball-Band foot- 
wear. They have found that it doesn’t 
pay to compromise with quality ... 
that “every step costs less” only when 
footwear is specifically built to provide 
the utmost in fit, in wear, in comfort 
and in service. This is gratifying to 
Ball-Band dealers, too, because not only 
is there greater profit in selling quality 
merchandise, but there is greater cus- 
tomer satisfaction. 





The prompt sizing-up service for which Ball-Band 
is noted is —_ possible by these two six-story 

h plete stocks and the latest 
in ais yom and shipping equipment. 





NOTHING LEFT TO CHANCE! 


Nearly every day in the year inci- 
dents like the following come to the 
attention of Ball-Band factory execu- 
tives. On April 6th of this year a 
dealer in Geneva, N. Y., sold a pair of 
Ball-Band Tennis Oxfords to a Hobart 
College student. On July 8th—three 
months later—this student came back 


to the dealer and volunteered the infor- 
mation that, in his experience on the 
asphalt courts at Hobart, the soles of 
ordinary Tennis Oxfords wore through 
in about 10 days, while his Ball-Band 
Oxfords gave him fully three months of 
service. The fact that the courts at 
Hobart are paved with asphalt, similar 
to regular street paving, presents a 
type of footing that is especially hard 
on rubber soled shoes. Now you know 
why nothing is left to chance at the 
Ball-Band factory, and the reason for 
the rigid tests to which every Ball-Band 
product is put in actual wear before it 
is offered to the public. Good enough will 
not do, Ball-Band must be the best. 

















This news page is published periodically by the Mishawaka Rubber & Woolen Mig. Co., 280 Water St., 
Mishawaka, Ind., to keep merchants informed about the latest developments in BALL- BAND Rubber Foot- 
wear .. . Canvas Sport Shoes... Fabric Summer Sahdals .. 


BALL-BAND FIRST TO: 
VULCANIZE IN A VACUUM 


Ball-Band Rubber boots and shoes 
are not molded from one piece of rubber 
but are built up by hand, piece by piece. 
More than thirty separate pieces of 
rubber and fabric are used in each boot. 
A hollow aluminum last, scientifically 
shaped to the contour of the human 
foot, is the form on which the various 
pieces are laid. Almost inconceivable 
delicacy of touch is needed to put layer 
after layer of the soft, stretchy pieces 
of rubber in exactly the right place. 

While the boots are still on the hol- 
low aluminum lasts a number of them 
are put on a rack, each last connected 
to an iron pipe, and the rack is then 
rolled into an immense oven. Then the 
vacuum pump is started and through 
the pipes the air is drawn out of the 
lasts and the rubber and fabric of the 
boot are forcibly sucked down tight to 
the last under great pressure. At the 
same time air is forced into the tightly 
closed oven, creating a pressure that 
forces the pieces still more firmly to- 
gether. This pressure is maintained 
while intense heat performs the miracle 
of vulcanizing. 

This vulcanizing under pressure firm- 
ly unites the plastic rubber and the 
fabrics until the finished article seems 
“all one piece.” This is the Vacuum 
Process, first used in the Ball-Band 
factory. It produces footwear that is 
extremely light in weight and extreme- 
ly high in quality. 


What More Could You 
Expect of an Insole? 


The Ball-Band STA-KLEEN INSOLE 
is one of the most important develop- 
ments that has ever been made toward 
increasing the wear and comfort of rub- 
ber-soled canvas shoes. It seems to 
have every quality to make it perfect. 
Perhaps the most important quality is 
that it stays clean. It does not absorb 
perspiration nor will dirt and dust stick 
to it. Besides, this new Ball-Band in- 
sole does not get brittle, it does not 
check, crack or split, shrink or stretch. 
It does not bulge or wrinkle or roughen 
up. Dealers find it very much to their 
advantage to point out the fine qualities 
of the STA-KLEEN insole when show- 
ing Ball-Band Sport Shoes to their cus- 
tomers. 





BALL-BAND FOR HEALTH 


Doctors know that the common cold 
is responsible for a goodly proportion 
of the physical ills of humanity .. . and, 
as every one knows, one of the com- 
monest sources of many colds is getting 
the feet wet in cold and stormy weath- 
er. It would be quite impossible to esti- 
mate how much Ball-Band has contrib- 
uted to the health of the nation by 
building footwear that is so staunch 
and dependable .. . it would be perfect- 
ly accurate to say that Ball-Band wear- 
ers are more certainly protected in this 
respect than any other group. This is 
the season of the year when dealers can 
profitably call the attention of their 
customers to this phase of Ball-Band 
quality. 


Visitor Praises Ball-Band Spirit 

A recent visitor to the Ball-Band 
factory was impressed by the number 
of employees he saw there who have 
given practically all of their working 
lives to designing, making and selling 
Ball-Band footwear. He remarked, 
“From the highest executives to the 
humblest workers, all the people I came 
in contact with at the Ball-Band factory 
were vitally interested in their work; 
proud of the part they played in help- 
ing to maintain Ball-Band’s reputation 
for quality.” 


LOOKING AHEAD 


Recently the Ball-Band Style Com- 
mittee has been giving no little time 
and attention to designing Ball-Band 


Summer Sandals... 
just as, at the be- 
ginning of the 1933 
canvass,they 
worked out the Nu- 
Mode Gaiter design 
which is causing so 
much favorable 
comment among 
the trade this 
Fall. Looking ahead—and working 
ahead—is highly necessary in a busi- 
ness which depends so largely on sea- 
sonal demand. Wise dealers also look 
ahead. Before snow flies they are al- 
ready thinking in terms of the coming 
spring and summer’s business. . . plan- 
ning for it... placing orders... get- 
ting ready to meet their customers 
more than half way with the’ finest, 
most up-to-date merchandise it is pos- 
sible to stock. To more than 60,000 
footwear dealers, this means keeping in 
touch with the latest developments at 
the Ball-Band factory. They know that 
Ball-Band is loony ahead too! 











. Leather Work Shoes ...and Woolen Footwear. 
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QUALITY 
_..to DAREX 


ON THE OTHER HAND the manufacturer of shoes aba 















lower grades will continue to find Darex Ing 
foundation for shoes of excellent q 
value. To spend more than Darex 


of money and serves no useful py 


WHEN YOU SPECIFY DAREX INSO 


Darex Insoles are made of felte 
This means they are strong 
resilient ... uniform . . 
... resistant to perspi 


which allows the a better shoe. 


soles. Write for it today. 
Company, Cambridge, Mass. 


SOLES 


LITTLEWAY AND CEMENT PROCESS SHOES 
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REDUCED RAILROAD RATES 


Reduced railroad rates, the lowest ever 
authorized for an N.S.R.A. Convention have 
been granted. All territories west of the Mis- 
sissippi are allowed a 2c per mile rate. 


All other sections of the United States have 
been granted a fare and one-third for round 
trip. You must request certificate receipt 
when purchasing ticket, which will be vali- 


dated in St. Louis, entitling you to reduced 
f ype rt 
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HOTEL ACCOMMODATIONS 


Ample hotel accommodations in the area of activity 
have been provided. Write hotels direct for sleeping 
room reservations at no increase in rates. Don’t wait 
until you arrive. Make room reservations now. 





vom 71934 


MERCHANTS PLAN—LEAD 
BUYING—SELLING— BUSINESS PROGRAM 


The business session program is the result of many master merchant minds. 
Successful leaders in the retail shoe business have cooperated in planning a pro- 
gram, pertinent to the profitable operation of a shoe store. 


For each of the business clinics the most competent authority available has been 
selected to direct the discussions. 


These important meetings, planned by shoe men, led by shoe men, will benefit all 
shoe men. 


Learn from leaders the most skillful merchandising methods that have made suc- 
cessful stores greater. Hear authorities reveal approved store practices respon- 
sible for producing better profits. Study the proven plans for increasing sales 
and perfecting service. 


Buy with confidence in this giant market where hundreds of lines offer the finest 
values in shoes. 


Be competitive with other stores—Know that the shoes offered your customers 
are quality perfect and styled in the accepted trend of fashion. 


Come to the convention because good business compels you. 
All shoe men are invited—will be welcome—can participate in every activity. 


NATIONAL SHOE RETAILERS ASSOCIATION 
Convention Headquarters 108 Statler, St. Louis, Mo. 


JAN. 7°8:9:10 
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Pledges NRA Alllegiance 


National Council of Shoe Retailers Holds First 


Annual Convention to Interpret Code Cooperation 


Wen a new organization can 
crowd a year’s work into five months of Association 
life it. justifies holding the first annual convention 
as a Victory Meeting, even though the calendar was 
condensed to time the gathering to fit into Seasonal 
Opening Week. 

Self-government for the retail trade, the systematic 
improvement of trade relations, and the fullest co- 
operation with the NRA and the entire recovery pro- 
gram, were cited as objectives worthy of the whole- 
hearted support of the entire shoe trade, at the annual 
meeting of the National Council of Shoe Retailers, 
held in New York at the Hotel Commodore on Dec. 6. 
Members and officers of the Council expressed com- 
plete confidence ia the purposes and program of the 
NRA, and pledged full support to the National Retail 
Code Authority, the administrative body under the 
Retail Code. 

President Ward Melville declared that efforts of 
some to discredit and pick flaws in the NRA were 
“more or less to be expected at a certain stage” but 
that in spite of any and all “miscellaneous sniping” 
the NRA is succeeding in its main objectives. He said 
that, if retail merchants will cooperate in the pro- 
gram, and together, they have an opportunity to bring 
about widespread improvement in trade practices and 
eventually to accomplish full self-government for the 
retail trade. 

James Wright, vice-president of the Council and 
president of the G. R. Kinney Co., in addressing mem- 
bers, stated that he thought there was no question con- 
cerning the continuation of the NRA and of the pro- 
gram to improve and stabilize retailing. “We may 
change the names, and three or four years from now 
we may have a buffalo instead of an eagle,” he said, 
“but the picture is never going to be the 1928 picture. 
We are not going back, we may be sure of that.” 

Officers and directors of the Council were reelected 
unanimously to serve for the ensuing year, with 
E. J. Bliss, president of the Regal Shoe Company, 
temporarily occupying the chair. Upon motion of 
David P. Wohl of the Wohl Shoe Company of St. 
Louis, the Council voted to express its “great appre- 
ciation of the earnest and continued efforts of Presi- 
dent Ward Melville and the executive Committee on 


behalf of the retail shoe trade” in the formulation of 
the Retail Code, particularly their successful efforts 
to secure the adoption of a graduated work-week 
based upon the hours of store operation, 

Officers and Directors who were reelected were: 

President—Ward Melville, Melville Shoe Corpora- 
tion. 

First Vice-President—James Wright, G. R. Kin- 
ney Company, Inc. 

Second Vice-President—C. H. Feltman, The Felt- 
man & Curme Shoe Stores Co. Inc., Chicago, III. 

Third Vice-President—A. A. Gallenkamp, Gallen- 
kamp’s Stores Co. Inc., San Francisco, Cal. 

Secretary—Robert W. Schiff, The Schiff Company, 
Columbus, Ohio. 

Treasurer—M. L. Friedman, A. S. Beck Shoe 
Corporation, New York. 

Directors—Milton Simon, I. Simon Co., New York; 
Lawrence Merle, Endicott Johnson Corporation, Endi- 
cott, New York; L. B. Sheppard, Sheppard & Myers, 
Inc., Hanover, Penna.; F. A. Miller, Miller-Jones 
Company, Columbus, Ohio; Harry Edison, Edison 
Bros. Stores, Inc., St. Louis, Mo. 

Others who addressed the meeting of the Council 
were Arthur D, Anderson, M. L. Friedman who made 
a report as Treasurer of the Council, and William 
Girdner, Executive Secretary, who reported on mem- 
bership and service activities. 


Editor Anderson sketched briefly the new retail pic- © 


ture under the Retail Code as he saw it taking shape, 
and emphasized the present great opportunity for the 
cooperative effort of all retailers in improving the 
conditions of retail trade. Both President Melville and 
Vice-President Wright praised Mr. Anderson’s ser- 
vices in Washington as Advisor to the NRA for the 
shoe trade during the development of the Retail Code, 
and told the members of the Council that they believed 
Mr. Anderson’s influence in securing a better under- 
standing of the problems of the entire shoe trade on 
the part of important NRA officials, had been ex- 
tremely valuable. 

In making a brief financial report, the Treasurer, 
Mr. M. L. Friedman, pointed out that the Council 
operated on an approved expense budget which was 
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sufficient both for non-recurring expenses in connec- 
tion with Code work and service to the members. 

In discussing service and membership activities, 
Executive Secretary William Girdner said, “since our 
ambition is to give complete and accurate service to 
members at all times, and since we are not attempting 
to maintain any large staff, we have been so busy for 
the past few months that no systematic campaign for 
the extension of membership has been possible. We 
have tried to keep members of the trade informed, 
from time to time, about what we have been doing, 
but that has been about all. We welcome as members 
all types of shoe retailers, and the membership of tle 
Council now includes national, sectional and _ local 
chains, as well as independent retailers. We believe 
that every step we have taken since formation has 
been in the interest of all shoe retailers, and that we 
have something to offer to all of them. But our 
basic aim has been to get the job done believing that 
the question of membership would take care of itself 
if results were secured. 

A nonimating committee for the selection of next 
year’s officers and directors was elected by the Coun- 
cil. On the motion of Mr. Milton Simon, the Constitu- 
tion of the Council was amended to provide for a 
Nominating Committee of nine members, instead of 
five. The committee was enlarged particularly to give 
representation to all sections of the country. Nomina- 
tions were offered from the floor, and the following 
were elected to serve: 

Messrs. E. D. Gould (Regal Shoe Co., New York) ; 
J. A: Holmes (W. L. Douglas Shoe Co., Brockton, 
Mass.) ; D. J. Bryan (Cannon Shoe Co., Baltimore, 
Md.); Lawrence Schoen (Wise Shoe Co., New 
York) ; B. J. Krohngold (Krohngold Shoe Co., Cleve- 
land, Ohio) ; A. Cohen, Jr. (Dan Cohen Co., Cincin- 
nati, Ohio) ; David P. Wohl (Wohl Shoe Co., St. 
Louis, Mo.); S. Elkind (Elkind & Sons, Inc., New 
York) ; P. Karl (Karl’s Shoe Stores, Ltd., Los An- 
geles, Cal.). 

Mr. Melville, who is representing the Council on 
the National Retail Code Authority in Washington 
(and together with Mr. A. H. Geuting of Philadelphia 
represents the retail shoe trade on that body), outlined 
the machinery which is being set up for the national 
and local administration of the Code. 

“The governing body under the Retail Code is now 
composed of two representatives of each trade sub- 
mitting the Code,” said Mr. Melville, “and later it 
may include as well two representatives of any other 
trade coming under the Code and presenting properly 
elected representatives for membership. 
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(1) Review Complaints 

(2) Attempt Adjustment 

(3) Forvard Unsettled 
Complaints 




















LOCAL RETAIL CODE AUTHORITY 


(1) Receive "A" type requests for interpre 
tation & "B" type Conplaints 
(2) Investigate "A" type Requests 
(5) Apply Interpretations "A" type re- 
quests 
(4) Attonpt Adjustments 
(a) "A" t; 
(b) Certain "B" type 
(5) Clearance of "B" complaints and un- 
settled "A" requests 


/\\ 


CLASSIFICATION OF REPAIL CODE QUESTIONS 

















A. Request for Interpretation from individual B. Complaints 


retailors, 
1. From Consuner 
(n) Concerning o:m business problens 2. From employee 
(b) Concerning competitors' practices 3. From Retailers con- 


cerning competitors 


(c) Concerning supplier relations 
(clear violation 


(d) Request for exemption 
of code known) 


Compiled by the National Council of Shoe Retailers Inc 











The administration of the retail code and its relations to the 

various governmental agencies and trade organizations is graph- 

ically illustrated in the above chart compiled by the National 
Council of Shoe Retailers, Inc. 





“The same procedure will be followed in setting up 

a local Retail Code Authority in each city of more 
than 2500 population. The divisions of trade at 
present represented on the National Retail Code Au- 
thority are clothiers and furnishers; department store 
[TURN TO PAGE 51, PLEASE] 
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National Wholesalers Double 


Membership 





FRANCIS B. MASTERSON 
President, National Shoe Wholesalers 


The annual meeting of the 
National Association of Shoe Wholesalers held at 
Hotel Astor, New York City, commencing at 10 
o’clock a. m., Dec. 6, was marked by the largest at- 
tendance and greatest interest in recent years. The 


Hold Annual Meeting and Election 
in New York and Approve Code 


cities in which the wholesale shoe trade is of im- 
portance represented by those present included St. 
Louis, Chicago, New York, Boston, Toledo, Rich- 
mond, Cincinnati, Baltimore, Philadelphia and Utica. 

President Henry Bell, Jr., of Bell, Walt & Co, 
Philadelphia, presided. Mr. Bell in his annual address 
said: 


While our NRA Code of Fair Competition has not yet 
been submitted to the National Recovery Administration, due 
to causes over which our organization and its Committee had 
no control, our Association, nevertheless, was very early on 
the job of complying with the Administrator’s request for 
cooperation. 

Your President appointed a special committee of members, 
properly representative of geographical regions, for the pur- 
pose of preparing such a required code and submitting the 
same to the shoe wholesalers of the entire United States for 
their vote. 

Our Code Committee, of which Carter B. Snow of Rich- 
mond, Va., is the ‘Chairman, has had the valuable aid of 
Judge A. B. Frey of St. Louis, in its important work. 

Our Code as at that time drawn was the best that could 
be devised, in the light of the information at that time avail- 
able, and was afterward ratified by a very large majority 
of the concerns voting on it. 

Since then, however, a number of differences as to the ques- 
tion of discounts and other trade terms have arisen, and which 
our Committee has not felt like undertaking the responsibility 
for deciding. It is this, among other aspects of the Code, that 
our meeting today is primarily for the purpose of deciding. 

In the meantime, our Association, like many others that 
have not yet submitted their trade codes, has been operating 
under the President’s Agreement, or the so-called Blanket 
Code, and apparently» with entire unanimity. The Blanket 
Code, of course, is supposed to expire the thirty-first of the 
present month, and we therefore have only about three 
weeks in which to submit our individual Code, unless the 
Blanket Code, is to be extended. 

I would like to say a word in passing about the National 
Recovery Act itself, which, it seems to me, already has accom- 
plished a great deal of good, especially in respect to cut- 
ting down the menacing volume of national unemployment. 
There are certain features of the Act on which all of our 
people do not seem united, but we can all at least express our 
deep appreciation of the loyal and heroic efforts that have 
been made by our President to give our country a veritable 
New Deal and steer its course back into paths of prosperity. 

Many of us have felt that this whole question of trade 
practices should have been left entirely to trade and industry 
itself to adjust and that its introduction into the various codes 
has more or less clouded the real issues of economic recovery. 

In any event, I can congratulate our Association on the 
manner in which it has met this great recovery issue, and 
on the fact that we have more than doubled our membership 
within the year. We should quadruple it before the close 
of 1934, for unquestionably this national emergency has opened 
up to the shoe wholesalers of the United States the finest 
opportunity for constructive and helpful cooperation they have 
ever had. One of the most gratifying symptoms of the 
whole campaign has been the fact that the so-called “middle- 
man” has been receiving more bouquets than brick-bats at 
Washington. Let us get together as a united trade and “Do 
our Part!” 


After the reading of letters from members on the 
Pacific Coast and elsewhere relating to various phases 
[TURN TO PAGE 40, PLEASE] 
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Poor quality does not masquerade under 
names known to identify merit. The law pre- 
vents it. The public having found that so, 


has greatest confidence in products bearing 
names which guide it safely in making pur- 
chases. For the benefits which the trade can 


derive by following the current of public 


buying procedure, we encourage the prac- 
tice of branding bottoms cut from 


KISTLER'BENCH BRAND’ 
SOLE LEATHER 


Irreparable damage may be done to profits 
by missing anything that promises to put 
business on the books. Kistler “BENCH 
BRAND” Sole Leather shows proof of hon- 
est value in service. Our “Balanced Tan- 
nage” produces a leather of firm fibre, 
comfortably flexible, moisture resisting, re- 
markably serviceable, uniformly good. The 
“BENCH BRAND” mark standing for those 
virtues, promotes your sales. 





The outline of this chart rep- 
resents a side of leather The 


: : part used for KISTLER 
Write us for the names of shoe manufacturers making shoes that “BENCH BRAND” SOLES 


carry KISTLER “BENCH BRAND” LEATHER SOLES. is about 13% of the whole side. 





KISTLE LEATHER COMPANY 


When writing advertisers please mention Boot and Shoe Recorder 
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NEW. 





BUY 


Halal 
OPERAS — IN-STOCK 





145 DUANE STREET 
NEW YORK CITY 


[ion Shoe Co.ine. | 


S IN-STOCK 


YOUR HOLIDAY NEEDS 
CAN BE FILLED IMMEDIATELY 
ON 
WOMEN’S FAST-SELLING 
NOVELTY SHOES 


Ewin lols 


Ladies’ Novelty Footwear 
131 Duane St. New York, N. Y. 
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BUY IN THE 
NEW YORK MARKET 


LET THESE NEW YORK MARKET PAGES 
BE YOUR WEEKLY BUYING GUIDE. 


SMART, POPULAR PRICED, FAST SELLING 
FOOTWEAR OF ALL TYPES. 


IMMEDIATE DELIVERIES. 


THESE SHOES INSURE QUICK AND 
PROFITABLE TURNOVER. 





* 
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bd y 
Extending 
the Greetings of the 
Season 
B. FRIEDMAN SHOE CO. 
109 READE STREET NEW YORK CITY 
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WATCH THE “7 


NEW YORK MARKET 
PAGES EVERY OTHER WEEK IN 
BOOT AND SHOE RECORDER 
FOR 


SMART, POPULAR PRICED 
MERCHANDISE 


* 
HOW TO REACH THE NEW YORK SHOE MARKET 








fa 


CENTRAL 
STATION 








We hope you will 
consider thisacordial 
invitation to call on 
any of the market 
establishments. The 
market is very easily 
reached from any 
part of New York. 
From Times Square 
or Pennsylvania Sta- 
tion, take the Broad- 
way-Seventh Avenue 
I. R. T. express to 
Chambers Street. 
From Grand Central 
Station take the Lex- 
ington Avenue ex- 
press to Brooklyn 
Bridge. If you take 
the B. M. T. Subway, 
get off at City Hall 
Station. From 42nd 
Street and Eighth 
Avenue take the new 
Eighth Avenue Sub- 
way express to 
Chambers Street 
Station. The great 
wholesale shoe mar- 
ket is but a block 
or two from any of 
these stations. 
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2 STAR FEATURES 
IN THE 


NEW YORK MARKET 





@ DR. MORRIS SHOE CO.—143 DUANE ST. 

Sharkskin tips at $1.65 and $1.85 

In oxfords and high shoes. 
javenile shoes. 


A complete in-stock line of 





@ LAZARUS FRIED & SONS, INC.—118-120 DUANE ST. 
Sole distributors for the Pedicharm shoe, a fashionable cor- 
rective shoe for women, to retail at $4 and $5. 





@ B. FRIEDMAN SHOE CO.—109 READE ST. 


Popular priced women’s novelty footwear. 





@ THE L. & S. SHOE CO., INC.—144. DUANE ST. 
The in-stock department of the Crossett shoe for men. More 
than 60 styles in-stock to retail at $4 and $5. 





@ LION SHOE CO., INC.—145 DUANE ST. 
Fashionable operas in-stock—price $1.85. In Kaffa kid, pat- 
ent, white faille and black satin. 





@ M, J. SAKS SHOE CORP.—152 DUANE ST. 


Genuine Java ring lizards in-stock. Oxfords, pumps, T-straps > < 


and step-ins—price $4.50. 





@ ERWIN SHOE CUJ., INC.—131 DUANE ST. 
Women’s fast-selling novelty shoes in-stock. 


deliveries. 


Immediate 


SE, 
BUY IN THE NEW YORK MARKET 
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Th 
e Pedicharm Shoe 


FASHIONABLE—CORRECTIVE 
AAA - EEE 


IN STOCK 


A Large Assortment of 

Beautiful and Latest Pat- 

terns in _ Diversified 
Leathers 


TO RETAIL AT $f ann $5 


LAZARUS FRIED & SONS, INC. ; 
118-120 Duane St New York City 


r . 4 
’ The 


Crossett Shoes 
CAN NOW BE HAD 


IN-STOCK 


FROM AA TO EEE 
TO RETAIL AT 


$5 anp ®*@ 


More Than 60 Styles In-Stock 
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BOMFORD. Write for Agencies in Your Territory 


The L. and S. Shoe Co., Inc. 


144 DUANE ST. NEW YORK CiTY 


FAVORITE 
LAST 


ATOE 
No. 8002 TAN 


THE SEASON’S DEMAND 
ere TIPS 


DR. HAFER GRADE — SOLID 
LEATHER — GENUINE GOOD- 
YEAR WELT. SHARKSKIN 

TIPS 


> 












No. sean. ACK, 
Sie. mE ceeeesees 1.65 
SAME IN 12%-2. 


ALSO PLAIN TOES _IN BACK, BROWN AND PATENT 
SIZES 6%-8—8 1.35; 8%-12—81 60; 124%4-2—81.80 
OXFORDS AND HIGH SHOES ON THE ABOVE 
THE MOST COMPLETE IN-STOCK LINE OF JUVENILE SHOES IN NEW YORK 


De. MORRIS SHOE CO.1ne. 143 duane st., New York 





* 
Morr 
. 





SAKS LEADS THE WAY AGAIN 


GENUINE RING LIZARDS | 
IN-STOCK 
AAA-C $4.50 


No. 1300—Genuine Java Ring Lizard 
Blucher Oxford — oh ae 
Silk Kid Trim—Med. 
20/8 Spanish Heel — Lith 
way Process. 


No. 1301—Same in 16/8 Cont. Heel 


No. 
WE ALSO CARRY SAME IN PUMPS, T STRAPS AND STEP-INS 


1300 


152 DUANE STREET 


M. J. SAKS SHOE CORP. 








NEW YORK CITY 
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Tanners Council Honors Richard Young 





RICHARD YOUNG 


Mr. Young will next month complete his fifty-fourth year of active 
connection with the company which bears his name. He has de- 
veloped the organization into one of the outstanding leather manu- 
facturing concerns in the United States. The headquarters are in 
Spruce Street, New York, but important branches are maintained in 
Boston, Chicago, Cincinnati, St. Louis, Milwaukee and Gloversville; 
also in Sydney, Australia. Aside from his prominence in the leather 
‘industry, Mr. Young has served as a representative in the Congress 
of the United States and as Park Commissioner for Brooklyn. In 
retiring from the presidency, Mr. Young becomes chairman of the 
Richard Young Company. Fred E. Foster succeeds him as president. 
Other officers are: Fred A. Chilton, first vice-president; John J. 
Riley, second vice-president; Joseph J. Gill, treasurer, and A. L. 
Gillespie, secretary. The directors, besides Mr. Young, include 
William Nelson Cromwell, Fred E. Foster, John J. Riley, Marjorie R. 
Mudge, Fred A. Chilton, Harold V. Chipman, Joseph J. Gill and 
Nicholas J. Felten. Factories are maintained at Brooklyn, Peabody, 
Mass.; Gloversville, N. Y., and Wilmington, Del. 





A: a meeting of the Board 
of Directors of the Tanners Council of America held 
recently, the following minute was unanimously 
adopted : 

“The retirement of Richard Young from active 
service as President of Richard Young Company 
makes it altogether fitting that we. should recognize 
the unusual period of service which Mr. Young has 
devoted to the leather industry. 

“Members of this Board who have been privileged 
to know Mr. Young have appreciated the uniform 
courtesy which marked all intercourse with him, and 
are pleased to take this means of testifying their 
esteem. Mr. Young’s long activities in business, and 
in financial institutions, and in the service of his 
country sets an ideal which this Board of Directors 
recognize as worthy. 

“Tt is the hope of members of this Board that he be 
spared to enjoy in health and happiness the coming 
years, free from exacting business cares. 

“Signed LOUIS J. ROBERTSON 
“Chairman, Board of Directors 
“FRASER M. MOFFAT 
“President 
“J. LOUIS NELSON . 
“Secretary.” 

A copy of this resolution, beautifully illuminated 
and engrossed on parchment, bound in leather,- was 
presented to Mr. Young on Dec. 5th. This tribute 
came to Mr. Young as a complete surprise. It is his 
desire to make public acknowledgment of his deep 
feeling of gratitude and appreciation. 

In his letter of acknowledgment to the Tanners 
Council, Mr. Young wrote: 

“TI was very greatly surprised and delighted by the 
receipt of the handsomely engrossed and bound copy 


of the Resolution of the Board of Directors of the 


Tanners’ Council. 

“Of the many complimentary tributes which have 
come to me during my long business career, nothing 
has affected me more than this evidence of my friends 
in the Tanners’ Council and the leather trade through- 
out the United States. 

“I have taken great pleasure in showing this beauti- 
ful testimonial to my friends and the members of the 
Trade who have called on me, and after it has per- 
formed its mission in this manner, I will take it home 
and place it in my library with other gifts and testi- 
monials from all my friends and co-workers in the 
leather industry, whose courtesy, consideration and 
appreciation have for more than fifty years endeared 
the entire trade to me.” 





choi Lea ite 2 





BOOT AND SHOE RECORDER, 





arn 


¥ 





Tk ies Ged Giinek we Pe 








y 










wobilt 


7 \ 


ioes for 


; Men 


December 16, 1933 


You Wouldn’t 
Believe 


) 


Do nc the work usually done by two 
stocks of men’s shoes is the job regularly 
performed by this one line of Brownbilt 
Tread Straight Shoes.- 


Young men with no desire or need 
for corrective features prefer these 
Brownbilt shoes because their style and 
quality are outstanding. The health fea- 
tures are unobtrusive and in no way 
affect the good looks of the shoes. Style- 
consciouscustomers never suspect these 
Brownbilt shoes of having anything but 
the style and quality they can see. 


Yet from the very same stock you 
can sell another class of men customers 
—those interested primarily in foot 


STRAIGHT 
Qu: 


They Lead 


UAL 


I 

comfort. To sell these, the Tread 
Straight features offer convincing sales 
ammunition—especially where the fea- 
tures are explained while the shoe is 


on the foot—while the customer FEELS 
its extraordinary comfort. 


Ask the Brown Shoe Company sales- 
man to spread the line. Study it from 
the standpoint of your own business 
—will it do a Dual job for you—thus 
speeding up turnover and increasing 
profits? The line is carried in stock in 
widerangeofstyles,widthsand sizes, and 
comes within the popular price range. 


Drown Gaoe Gouge, 


MANUFACTURERS e SAINT LOUIS 
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Utley Heads Craddock- Terry 





GEORGE P. UTLEY 


couse P, Utley was unanimously 
elected president of Craddock-Terry Company at a 
meeting of the Board of Directors, held in the com- 
pany’s offices in Lynchburg, Va., on Saturday, Dec. 2. 
Mr. Utley, who has been connected with Craddock- 
Terry Company since 1926, and who was made vice- 
president in charge of manufacturing in August, 1932, 
will take over the duties of his new position imme- 
diately. 
Speaking for the board, John W. Craddock, chair- 
man, said that the directors believed that with Mr. 
Utley as president and John A. Faulkner, who was 


Vvvv 


Former Vice-President in Charge 
of Manufacturing Assumes Duties 
of Chief Executive — Has Been 
Connected with Company Since 
1926 and Has Background of 
Experience as Retailer, Traveling 
Salesman and Sales Manager 


Vvvv 


elected vice-president and treasurer, an executive 
management had been obtained which will enable the 
company to resume its successful operations, with all 
of the operations centered in Lynchburg. 

Mr. Utley was made vice-president, director and 
general manager of the Harsh & Chapline Shoe 
Company of Milwaukee, Wis., the Northwestern 
Branch of Craddock-Terry Company, in 1926. He 
continued in that position until August, 1932, when 
he was transferred to Lynchburg and made vice- 
president in charge of manufacturing. 

The brilliancy with which Mr. Utley filled that 
position until his election to the presidency presages 
a most successful epoch for the Craddock-Terry 
Company, as he is thoroughly familiar with every 
angle of the shoe business from every standpoint. 

As a young man Mr. Utley sold shoes at retail for 
the John J. Church Shoe Company of Joplin, 
Mo. He then became road salesman for Barton 
Brothers of Kansas City, representing them on the 
Pacific Coast. Later on*he became connected with 
the McElwain Shoe Company ; and then accepted the 


position of sales manager for Nunn-Bush & Weldon 


Shoe Company of Milwaukee, which position he re- 
signed to become president and manager of the Ogden 
Shoe Company of Milwaukee. He held this position 
until he joined the Craddock-Terry organization. 

Mr. Utley’s long experience in every phase of the 
shoe business and his thorough knowledge of the 
personnel and facilities for manufacturing and dis- 
tribution of the Craddock-Terry Company, make him 
unusually well fitted as their executive head. 

John A. Faulkner, the new vice-president and 
treasurer, is well known to the shoe trade, and is 
prominent in financial circles. He was formerly vice- 
president and treasurer of the Beasely Shoe Company 
of Lynchburg; and for a number of years was secre- 
tary of the Southern Shoe Wholesalers Association. 
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There is no question about the importance 
of navy-blue as a shoe color for spring, 1934. 
Women have accepted it as a staple color, 
the best possible complement to navy-blue 
costumes. 

i Fabric mills are already beginning to sell 
navy-blue for spring, manufacturers of ready- 
to-wear are counting upon it for volume 
business. 


We are prepared with two shades of navy-blue kid 
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This pump 
is smart in 
either No. 1330 
or 1312, piped 
around the cut-outs 
with light blue silk 
kid, and stitched in 
light blue. 


Shoe Design from 
Associated Stylists. 
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National Wholesalers Double Membership 


[CONTINUED FROM PAGE 32] 


of the Shoe Wholesalers NRA Code of Fair Compe- 
tition, Secretary Thomas F. Anderson presented his 
annual report. This dealt with the general activities of 
the Association, emphasizing the many weeks of work 
that have been devoted to the preparation of the Shoe 
Wholesalers Code on the part of the Association’s 
Code Committee. The personnel of this Committee 
is as follows: 

Carter B. Snow, W. H. Miles Co., Richmond, Va., 
Chairman. 

Francis B. Masterson, Hub Shoe Co., Boston, 
Mass. 

George M. Groves, The Groves Shoe Co., Chi- 
cago, Iil. 

August Levy, The Charles Meis Shoe Co., Cin- 
cinnati, Ohio. 

Elkan R. Myers, D. Myers & Sons, Baltimore, 
Md. 

I. Mathes, I. Mathes & Sons Co., St. Louis, Mo. 

Harry C. Weiss, J. Weiss Shoe Co., Inc., New 
York, N. Y. 

At this point, announcement was made of the recent 
death of Mr. Benjamin Sinsheimer of Sinsheimer Bro. 
& Co., Chicago, Ill., who had planned to attend the 
meeting but was suddenly stricken a day or two pre- 
viously. It was voted to appoint a committee of three 
members to draft suitable resolutions on Mr. Sin- 
sheimer’s demise to be forwarded to his family and 
business associates. 

Francis B. Masterson of Boston presented his re- 
port as Treasurer of the Code Committee, following 
which Carter B. Snow of Richmond, Va., chairman of 
the Committee, gave an outline of the activities of the 
Committee and explained the difficulties under which 
it had been laboring with regard to the controversial 
trade practices sections. 

With these reports disposed of, the members de- 
voted practically all of the remaining part of the meet- 
ing to a discussion of the Code as recommended by 
the Committee. This was read section by section, the 
discussion bringing out many interesting angles of 
trade procedure as governed by local conditions in 
different sections of the country. 

The longest debate was on Section 6 of Article VI, 
covering the matter of discounts, and this, together 
with all other disputed provisions, was finally disposed 
of by vote. 

A cordial vote of thanks was thereupon tendered the 
Code Committee for its faithful work, and it was also 
voted to instruct the Secretary to submit the revised 
code to the National Recovery Administrator at the 
earliest possible moment. 


The following Officers and Executive Committee 
were elected: 

President—Francis B. Masterson, Hub Shoe Co., 
Boston. 

First Vice-President—Irving Sachs, Shu-Stiles, 
Inc., St. Louis, Mo. 

Second Vice-President—Harry C. Weiss, Weiss 
Shoe Co., Inc., New York City, N. Y. 

Secretary-Treasurer — Thomas FF. Anderson, 
Boston. 


Executive Committee: 

Henry Bell, Jr., Bell, Walt & Co., Philadelphia, 
Pa. 

Elkan R. Myers, D. Myers & Sons, Baltimore, 
Md. 

Carter B. Snow, W. H. Miles Co., Richmond, Va. 

August Levy, The Charles Meis Shoe Co., Cin- 
cinnati, Ohio. 

William T. Bailey, The Ainsworth Shoe Co., 
Toledo, Ohio. 

George M. Groves, Groves Shoe Co., Chicago, Ill. 

Theodore G. Levey, Levey Brothers, New York, 
N.Y. 

One of the interesting high-lights of the meeting 
was the mid-day luncheon session, over which Presi- 
dent Bell presided, at which the guests of honor were 
Arthur D. Anderson, editor of the Boor AND SHOE 
Recorper, and Louis M. Taylor, Secretary of the 
Wholesale Shoe League of New York. 

Mr. Taylor, in the course of an informal address, 
made some interesting comments on the National Re- 
covery Act, and among other things said: 

“Tt is a great mistake to think that the NRA has 
broken down or will be relinquished. The overwhelm- 
ing sentiment of the country is that past conditions 
must be remedied.” 

Editor Arthur D. Anderson, of the Boot AND SHOE 
REcoRDER, who has been from the outset very much 
on the inside of the NRA campaign and has served 
as an official adviser in the retail division, was next 
introduced. Mr. Anderson said in part: 

“The shoe business has been a large part of my 
life since the days that I spent as a boy in the employ 
of that once well-known shoe wholesaling concern, 
Batchelder & Lincoln, Boston. Incidentally, shoe 
wholesalers made money in those days. 

“As to these NRA Codes, we, of course, cannot ex- 
pect to get to Paradise at once, as a result of their 
operations. Shoe wholesalers must still go out and 
fight for every dollar. And, the great need of the 
campaign is greater velocity of the dollar and turn- 
over.” 
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THE ARISTOCRAT OF FLEXIBILITY 
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This modern shoe, distinguishea 
for grace and flexibility, is made on 


standard WAC equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility). 


The outsole may be attached by chain 


stitch, lock stitch, or by cement. 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 












42 
——————————— 
» ABOUT PEOPLE < 





Foot Health Expert 





FRANK E. O'DONOGHUE 


Worcester, Mass.—In joining with 
his brother in the management of the 
Foot Health Headquarters, Inc., Frank 
E. O’Donoghue brings a wealth of re- 
tail shoe foot health experience. The 
new firm which specializes in Canti- 
lever, Ground Gripper, Dr. Kahler and 
Physical Culture shoes is progressing 
very finely. 





One Salesman Gets a Break 


PORTLAND, OrE.—Like manna from 
the skies is the $20,000 in gold that fell 
to the lot of W. E. White of this city, 
unemployed shoe salesman, who has 
been on the country relief register dur- 
ing his lack of employment in the 
shoe stores of the city. The shoe sales- 
man, living at 4604 Fiftieth Avenue, 
S. E., had been notified that rental of a 
safe deposit box of an uncle, who had 
been a gold miner, recently deceased, 
was due. The bank was owed for five 
years’ rent and would open the box 
in the presence of the family. Lo, the 
uncle, who had been a miner in the 
California gold field all his life, had 
$20,000 in gold within, which falls to 
the lot of the shoe salesman and is not 
hard to take. 


Zintsmaster Store Closed 


CANTON, OHIO —Zintsmaster Shoe 
store for women, 316 Cleveland ave., 
N. W., has been discontinued and the 
location vacated. The firm recently 
moved to the location from its original 
store, a block south of the recent lo- 
cation. 
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Morton Branch Opened 


HARTFORD, CONN. — Morton Shoe 
Stores, Inc., New England retail chain, 
has opened its first Hartford outlet 


at 745 Main Street, with Edward Mar- | 


cus as manager. Mr. Marcus was 


transferred from the Lowell, Mass., | 


store, and has been with the organiza- 
tion eight years. Hye Holland, of 
Providence, R. I., connected with the 
Morton organization, assisted Mr. Mar- 
cus in arranging the opening. 

The new Hartford unit is in the 
downtown business section and con- 
tains floor space of 120 x 22 feet. 
Other stores of the chain are located 
in Providence, Pawtucket and Arctic, 
R. I., and New Bedford, Taunton and 
Lowell, Mass. 


Pays $1.00 for Worn Shoes 


CANTON, OHIO—For one week, 
George Spanagel, proprietor of the 
Friendly Shoe Store here, accepted 
worn men’s shoes at $1 the pair on 
any $5 and $6 shoes in the store. Stunt 
proved an excellent advertising me- 
dium, and stimulated business consid- 
erably. Several hundred pairs of dis- 
carded men’s shoes were taken in by 
the store, which in turn gave them to 
welfare agencies for distribution to the 
needy. 

The store plugged the stunt in its 
local newspaper advertising, using ex- 
tra space for several days, and also 
exploited the offer over WHBC, the 
local radio station. 


New Shoe Salon 


SACRAMENTO, CAL.—M. W. Nathan 
and E, C. Nathan, who have headed the 
Bon Marché leading women’s apparel 
concern for the past twenty years re- 
cently spent some $150,000 in re- 
modeling and fixtures in the Parkview 
Building. New features include the 
shoe salon beauty shop and fur sec- 
tion. 

New advances in store arrangements 
have been made throughout. Overstuffed 
furniture and occasional chairs with 
ottomans are used for fitting purposes, 
replacing the usual equipment of a 
shoe section, as do concealed tiers of 
shoe boxes. 


Welfare Shoe Thrift 


Boston, Mass. — Two soles are 
cheaper than one, for welfare boards 
in New England are buying double soled 
shoes for men and boys, also stout welts 
for women and children. Upper stock 
of the durable sort that will stand a 
couple of taps. Welfare agents recom- 
mend better shoes because they wear 
longer and are cheaper in the long 
run. Besides, thin shoes are apt to 
cause colds and sickness in winter, and 
add to welfare expense. So better shoes 
for economy. 





Need to Know Facts 
[CONTINUED FROM PAGE 19] 


the opportunity of hearing leading 
stylists well informed on footwear 
fashions, who will advise and inform 
those present. 

“The Tuesday luncheon and business 
session, dedicated to ‘Buying and Sell- 
ing Under the NRA,’ will include two 
noted speakers who will discuss the 
NRA retail code and the provisions of 
the act. One will present the regula- 
tions from the Government side—the 
other will outline the code in actual 
operation in the shoe store. Following 
these speakers three distinct merchan- 
dising addresses will be given, ‘Sales 
Promotion,’ discussed by a speaker re- 
sponsible for this activity in one of 
the largest group stores in America. 
The second address, on ‘Sales Train- 
ing,’ vital to every merchant, who will 
have to devise ways and means to 
speed up selling, because of shorter 
work hours, will attract widespread 
interest. The third subject, ‘Merchan- 
dising and Stock Control,’ will be de- 
livered by an experienced speaker, who 
has lived a life of watching store op- 
erations. 

“A short business clinic will be held 
Tuesday morning, devoted exclusively 
to sales promotion. This will be de- 
veloped for the use of independent mer- 
chants. An afternoon session for the 
same group will be devoted to store 
operations. A department store clinic 
will be in session at the same time. A 
short session for chain store operators 
in another part of the hotel is being 
contemplated. Details for this meeting 
have not been definitely worked out. 

“The Wednesday luncheon meeting 
will have as speakers a Washington 
official explaining the details of the 
Local Compliance Board, National Re- 
tail Council—probably a manufacturer 
of shoes, outlining the future trend of 
raw materials, increase in commodity 
prices, and such information as will 
better inform the retail merchant on 
increased costs affecting his retail price 
—and two other speakers of national 
prominence will be on the program. 

“The single business clinic staged 
for Wednesday was arranged not to 
conflict with any other activity, be- 
cause of its unusual value to every 
merchant—and is the ‘Foot Health 
Clinic.’ The man selected to lead this 
important session is an outstanding 
authority and competent to handle this 
session. We look for a large attend- 
ance at this open forum, as every shoe 
man is more and more recognizing the 
necessity of correct fit and foot health 
service, 

“Manufacturers are rushing to se- 
cure space to display their lines during 
the show. The Statler Hotel and Jef- 
ferson Hotel are practically filled with 
leading representatives of the indus- 
try, filling the first 10 floors of each 
hotel. The Lennox Hotel, two-thirds 
occupied, has been selected by the lead- 
ing women’s manufacturers from 
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Brooklyn and other important markets.” 

“There are still available in all ho- 
tels,” stated Walter Huette, Jr., chair- 
man of the Hotel and Exhibit Commit- 
tee, “excellent display rooms in loca- 
tions that will attract heavy merchant 
traffic. I have personally given my 
attention to this activity of the conven- 
tion, and will see to it that every man- 
ufacturer wanting to display will have 
adequate accommodations. 

“Many manufacturers have told me 
that their decision to display was based 
upon the reports from their salesmen, 
who have advised them that a great 
majority of their customers have de- 
ferred their buying until January, at 
the show. 

“We look forward to one of the best 
buying conventions in the history of 
the N.S.R.A. We know merchants and 
buyers are going to be here in large 
numbers. The hotel reservations al- 
ready indicate to what extent the at- 
tendance figures will run. A new high 
record unquestionably will be set for 
this convention.” 

Tuesday night, Jan. 9, will be N.S. 
R.A. SPORTS NITE. The arrange- 
ment for a gala evening have already 
been completed. 


“Look for a great fun and fight 
night,” said A. J. Pauly, chairman of 
the Entertainment Committee, “with 
one of the best fight and wrestling 
shows the feature attraction. Judge 
Senaca Taylor, Missouri Boxing Com- 
missioner, has agreed as a gesture of 
civic pride to promote the show, and 
has already lined up some outstanding 
stars of the fistic world, with one star 
attraction between two nationally 
known grapplers that will bring the 
crowd to their feet. 

“We have engaged the Coliseum ex- 
clusively for the shoe men. It will be 
closed to the public. The seating ca- 
pacity is 8975, sufficient to take care 
of everyone. Every registered mer- 
chant attending will be given, along 
with his regular program feature, a 
free ticket to the show.” 

Registration of delegates, if present 
plans are carried out, will take place 
at the Jefferson and Statler Hotels. 

“To make it convenient for every 
delegate to register, we are arranging 
registration offices in both the Jeffer- 
son as well as the Statler Hotels,” 
stated Paul Berwald, chairman of the 
Registration Committee. 

“It is necessary to register,” con- 
tinued Mr. Berwald, “to secure badges 
admitting merchants to all events as 
well as having their railroad tickets 
validated. The railroads demand this 
be done when granting the rate. The 
registration fee has been made as small 
as possible, so that no one can possibly 
be denied the privilege of being a bona 
fide member of the convention. So 
that everyone may register, the fee has 
been set as $1.00.” 

Reduced railroad rates have been 
granted to all shoe men merchants, 
travelers and manufacturers. 
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MORE THAN EVER 


you must rely 
on the 
DEPENDABILITY 
of the factory 
behind your 
WOMEN'S $5 to $6 


FEATURE CONSTRUCTION 


WELTS 


to give you a quality consistency 
which does not fluctuate—and a 
stock service complete in range of 
sizes and widths and promptness. 





THE 
AIR-TRED 
CONSTRUCTION 
provides a perfectly 
moulded cushion for 
the foot and takes up 
the shock of Impact 
with unylelding pave- 

ments, 














35 STYLES 
IN-STOCK 
AAA to EEE 
2% to 10 
Catalog sent on re- 
quest. 


Hundreds of retailers have relied on these qualities for 
years in building a steady, profitable business with 
AIR-TRED SHOES. Start a secure future by writing 


us today. 


AULT-SHACKFORD 


SHOE CO. 


AUBURN, ME. 
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MUST HAVE GONE PLACES 

















Here's a pair of shoes that the customer who bought them claims he wore two 


weeks. 


He brought them back to the shoe store, and the merchant, after keeping 


them several months, returned them to the factory with a demand for replacement. 
This is a particularly glaring example of a practice that manufacturers say con- 


stitutes a serious trade evil in the shoe business. 
Giving the customer—and the merchant—all the benefit of the 


as bad as this. 


It isn’t very often they come back 


doubt, this claim appears obviously unwarranted. 

Even conceding that few claims for replacements are as bad as this, we'd sug- 
gest that here’s a problem on which manufacturers and merchants could well co- 
operate, through their code authorities or otherwise—to the end that unreasonable 
returns, both to the retail store and the factory, may be reduced to a minimum. 


On one thing we'll all agree. 


The fellow who wore these shoes, and in two 


weeks reduced them to the condition shown in the photograph, must have been a 
fairly strenuous and up-and-doing type of individual. 














Revives State Association 


DETROIT, MIcH.—Elaborate plans for 
the organization of a revived Michigan 
retail shoe association were completed 
at a meeting at the Hotel Olds, Lansing, 
attended by 30 salesmen. The meeting 
was called by the Detroit Retail Shoe 
Dealers Association, through Clyde K. 
Taylor, president, and Nathan Hack, 
secretary, but the organization will be 
state-wide. 

The temporary committee to direct 
the reorganization of the Michigan as- 
sociation was elected by the Lansing 
group, with Clyde K. Taylor, of Stuart 
H. Rackhan, Inc., as chairman. Taylor 
also appointed the following men to the 
committee: M. A. Mittelman, of Rus. 
sek’s, Detroit; E. T. Nunneley, of 
Mount Clemens; and O. R. Jenkins, act- 
ing secretary. 

In addition, key men were appointed 
from every county to cooperate in con- 
tacting every dealer in the state for re- 
organization and membership. 

The Grand Rapids meeting has been 
scheduled to coincide with the conven- 
tion of the Kent County Shoe Mer- 
chants, and will be both convention and 
display. An elaborate style show is 


planned for the three days, an event 





that has not been tried upon a large 
scale in this territory hitherto. 


Denver Association Under Way 


DeNvER, CoLo.—The Denver Shoe 
Retailers Association became perma- 
nently organized for the first time at 
the last meeting when a constitution 
and by-laws were adopted and Harry 
Fontius, president of the Fontius 
Shoe Co., was appointed delegate to 
the Denver Regional Trade Council, a 
new group being organized with a mem- 
bership from some 20 different trades 
to handle questions of business practice 
under the NRA. Ralph M. Broad- 
hurst, president of Broadhurst, Inc., 
is alternate. 

Officers of the Denver association 
are: R. M. Broadhurst, president; 
Harry D. Teets, first vice-president; 
C. D. Hudson, second vice-president; 
F. A. Shauer, treasurer; A. B. Lorber, 
Jr., secretary. 

It is planned to hold regular month- 
ly meetings from now on. At present 
the group has about 25 members in 
good standing, representing virtually 
every branch of the retail shoe busi- 
ness. 


Neighborhood Dealers Elect 
Goldberg 


New Haven, Conn.—Sidney Gold- 
berg, of the Joseph Goldberg Shoe Store 
was elected president of the Avenue 
Shoe Retailers Association at the or- 
ganization meeting recently. The as- 
sociation is comprised of neighborhood 
shoe stores operating in Grand Avenue 
and adjacent streets. 

Joseph Melney was named vice-presi- 
dent and Louis Kasimer secretary. 
Members of the executive board are 
Andrew Iovine and Frederick E. De 
Matty. All are owners or managers of 
Grand Avenue stores. The association 
will help in the administration of the 
retail code. 





Good Cooperative Advertising 


DANBURY, CONN.— Eight Danbury 
shoe stores combined advertising effort 
in a full-page cooperative spread pub- 
lished recently in the Danbury daily 
newspaper. “Look at Your Feet— 
They Show Where You Stand” was 
the keynote of the copy, which also 
stressed the slogan “Now Is the Time 
to Buy.” 

The value of new shoes in raising 
morale and in avoiding ailments, such 
as rheumatism, was discussed, with 
suggestions for alternate wear of two 
pairs and the need of frequent polish- 
ing. 

Those participating in the ad were: 
A. H. Foster, Spencer Shoe Store, Kin- 
ney Shoe Store, Markoff Shoe Store, 
Emerson & Morrell, Inc., George A. 
Lane, Lane’s Shoe Store and Holbrook’s 
Shoes. 


Novel Promotion 


PHILADELPHIA, Pa.— “You are in- 
vited to an exhibition of Rembrandts,” 
says a sign in Gimbel’s shoe display 
window. Closer inspection reveals the 
explanation to be “that’s what this 
maker calls his shoes because he aims to 
make every shoe a picture.” One thing 
about this display of Rembrandts that 
impresses, is its authenticity. The mod- 
els shown are original in design and 
contain smart touches that appeal. A 
one eyelet tie in suede and a five eyelet 
tie of the same material are among the 
most attractive numbers. 

Gimbel’s now devotes a special sec- 
tion of the shoe department to the deb 
and sub-deb trade. “Everything new 
that’s afoot in the Younger Set Shop” 
is a slogan that means all it implies. 
The smartest shoe styles and a variety 
of them prove a profitable drawing- 
card for this portion of the depart- 
ment. 


Vanity Shop Moves 


MONTGOMERY, ALA.—The Vanity 
Boot Shop last week moved to a lo- 
cation across the street from the old 
site. The building is finished in ultra- 
modernistic fashion with a color 





scheme of pastel shades. 
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Prevents 
Blisters 
at the 
Heel 


and a thoroughly 
pleased customer 
every time you 
show him, or her— 
Sees the way to avoid 
onthe “breaking-in” dis- 
stp, gomforts of new 
shoes...and how 
to make new 
shoes fit with 


luxurious ease 








Bunions 
and 
Swollen 


Joints stor 
Hurting Ve 


Ends painful 
Callouses 







Relieves Corns 
and Sore Toes 


Persons who can wear new or tight shoes without enduring some dis- 
comfort are few. To many . . . for seven out of ten people suffer some 
form of foot trouble . . . “‘breaking-in” new shoes is a positive ordeal. 
Too frequently these sufferers blame the SHOES and the DEALER 
instead of their feet. Avoid this dissatisfaction. Win the extreme satis- 
faction involved in this regular recommendation of DR. SCHOLL’S 
ZINO-PADS. 


When a customer com- D P Schol|‘ DOUBLE ACTION. 
plains that the shoe ay S$ Not only do the ZINO- 


“pinches” or rubs any PADS themselves afford 


& 
part of the feet or toes— 
show how ZINO-PADS JnO- extreme comfort and re- 
remove the pressure or lieve shoe pressure on 


rub. You'll THOR- the sore spot .. . but the 
OUGHLY PLEASE MEDICATED DISKS 
YOUR CUSTOMERS. 
You'll decrease cus- 
tomer mortality and 
earn a nice, extra profit 
besides. Note at the 
right how many dif- 
ferent uses there are 
for these comfortable 
DR. SCHOLL’S 
ZINO-PADS. 


contained in every pack- 
age... the little pink 
disks .. . REMOVE the 
CORN, CALLOUS, 
SOFT CORN or BUN- 
ION—the quick, sure, 
safe way. The customer 
gets DOUBLE AC- 
TION at the one price. 





DISPLAY these pads in your windows and on your 
counter. IT’S A GRAND OPPORTUNITY to enjoy 
profit yourself . . . and to render the utmost of 
satisfaction to the customer. Alert shoe men have 
been following this suggestion for years . . . profit- 


ably. Do likewise! 


THE SCHOLL MFG. CO.., INC. 


213 W. Schiller St., CHICAGO 62 W. 14th St., NEW YORK 
112 Adelaide St. E., TORONTO 
LONDON PARIS 


Largest Manufacturers of Foot Appliances and Remedies inthe World 













































TO PREVENT INSTEP 
RIDGE, Use Callous or Bunion 


Size. 


TO PREVENT CHAFED 
HEEL, Callous or Bunion Pad. 


CORN SIZE stops general shoe 


pressure on toes. 


FOR ENLARGED OR TENDER 
=" —The BUNION Size 
ad. 


sibie 


CALLOUS and BURNING 
SPOT on Ball of Foot, Callous 


Size. 









Callous or Corn Size for callouses 
and tender spots. 







SPECIAL SHAPE PAD for 
SOFT CORNS between toes. 
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The souls of departed Kangaroos must take a deal 
- of pleasure out of looking down on American ~ 






“| their former skins are put. 





hee big league baseball teams, the champions of the track, the stars in hockey, and the var- 
sity football teams insist on Kangaroo because they need (1) strength and (2) lightness and 
(3) flexibility. - @ Add to these three qualities the fact that the tighter, more evenly grained 
grades used in men’s street and dress shoes take and retain a high, lustrous polish (fit even for 
evening use) and one is surprised that Kangaroo has only gained its present popularity in 
men’s street and dress shoes within the past few years. - @ For Kangaroo is one of today’s 
shoe sensations. Shoes of Kangaroo are in demand from the Atlantic to the Pacific seaboards. 
Men everywhere are buying them for their comfort and their wearing qualities. Manufac- 
turers have raised them into their styled lines. Retailers are recognizing the sales and atten- 
tion-getting power of the Kangaroo story, and are attracting the public to their stores by 
featuring it. - @ “Kangaroo horse,” “kangaroo calf,” and “kangaroo sides” are not Kangaroo 
and cannot offer the unique combination of qualities of the genuine. 


Australian KANGAROO tanned in AMERICA 





! sporting fields and seeing the sterling use to which ? 
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We have decided to print in book form the series 
of sketches we prepared last year to explain and illus- 
trate how the kid of today is tanned. For this purpose 
the material has been revised and rewritten and assem- 
bled into a very attractive 16-page book. 
To Shoe Manufacturers and Retailers we will furnish 
a copy of this book FREE upon request, with the hope that 
they will find it not only interesting but also helpful. 
Educational institutions will find this a thoroughly written 
and informative book and we will be glad to furnish it in 
quantities, at cost, for class room work. 


The tanning series we have just put into book 
form showed very well the care and precise work- 
manship that go into the manufacture of Surpass 
Kid. But Surpass Kid actually proves itself in the 
finished shoe. 

So we have got in touch with an 
ex-news reporter, to see what he could 
produce on public, private and tech- 
nical opinions of Surpass Kid in its 
finished state. Maybe you'll think you 
know some of the people whose opin- 
ions he records. But the names that 
will be used won’t belong to anybody, 
and each character will only be a com- 
posite of attitudes unearthed by “Bill 
Smith,” our reporter. 

Week after next, the first one of his 
“news” series will appear. 


In the meantime, don’t forget to write us for your copy 
of the free booklet, ““The Tanning of Kid.” 


He Tanners of Black and Colored Glazed Kid for outside 
stock and linings ... of Ribbed Calluna Kid and Crushed 
Calluna Kid... of genuine Black Glazed Kangaroo. Executive 
Offices, 9th and Westmoreland Sts., Philadelphia. Branches, New 


pt London (England), Boston, Milwaukee, Cincinnati, St. 
outs. 





* 
SURPASS LEATHER COMPANY 
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NATIONAL NEWS 








To End Piracy on Patterns 


WASHINGTON, D. C.—Manufacturers 
of shoe patterns who came here Dec. 5, 
to participate in a hearing on the pro- 
posed code of fair competition for the 
industry resolved the hearing into an 
informal discussion of the 14 points re- 
quired to adequately cover the fair 
practice provisions of the code. 

A major clause in the fair practices 
provisions as offered by the industry 
will effectuate a copyright system pre- 
venting unauthorized use of original 
shoe patterns by others than the de- 
signers. Piracy of new styles, pro- 
ponents of the code believe, will be 
stamped out through general appliance 
of this rule:. 


Article VII, Trade Practice Rules, 
Section 12: To sell or to offer to sell 
or produce a model or pattern which 
copies or duplicates a model or pat- 
tern produced by another member of 
the industry without his consent and 
approval will be known as piracy. All 
models must be plainly and conspicu- 
ously stamped or signed by the member 
of the industry producing the model 
and no member of the industry shall 
accept any model for the purpose of 
producing patterns which bears the 
name of any other member of the in- 
dustry without the consent of the one 
whose name appears on the model. 

Philip A. Sanborn, representing the 
National Shoe Pattern Manufacturers 
Association, defined the piracy rule as 
the most important integer of the pro- 
posed code. He was confident that in- 
corporation of the clause in the perma- 
nent code would effectively check such 
practices on the part of various mem- 
bers of the industry. 

Selling below cost and inaccurate 
references to competitors will be barred 
as unfair trade practices as will har- 
rassing competitors or intimidating 
their customers by threats of lawsuits. 

Bribery of employees, a sore point 
with the manufacturers, is included in 
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the provisions of this article. It is 
specifically stated that no member of 
the industry shall in any way influence 
the action of the employee of any other 
manufacturer. 

At the present between 50 and 60 
shoe pattern manufacturers are operat- 
ing independently and supplying shoe 
manufacturers with new styles, he said. 
A few of the shoe factories continue to 
make their own patterns. Aggregate 
invested capital was said to be approxi- 
mately $386,832 with approximately 
410 employees. 

At the hearing were: Charles Cona- 
way, Brooklyn, N. Y.; John F. Teehan, 
Dunbar Pattern Company, Brockton, 
Mass.; Harry J. Kenerson, United Pat- 
tern Company, Boston, Mass.; W. C. 
Chalmers, labor advisory board; Arthur 
Linz, manufacturer, Cincinnati, Ohio; 








EVERY WEEK 





John P. Cleveland, Sanborn, Inc., 125 
Summer St., Boston, Mass.; William 
B. Bacheller, labor representative. 





Hide Prices Up 


Boston, Mass. — Hides went up 
again, Chicago packers selling 130,000 
at an-advance of % a cent a pound. 
European tanners are in the markets, 
being able to obtain hides here cheaper 
than at home because of the difference 
in the rate of exchange. It is esti- 
mated that the American hide market 
is from 10 to 20 per cent under the 
world’s market. Sales of hides to 
Japan are reported. New York City 
calfskins are up 10 cents each. Na- 
tive cow hides sold last week at 10% 
and 10% cents a pound. 
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SHOE PRODUCTION HOLDS UP 














WASHINGTON, D. C.—Statistics on the 
production of boots, shoes, and slip- 
pers, other than rubber, by classes and 
states, for October, 1933, as reported 
to the Bureau of the Census by 1082 fac- 
tories, are presented in the following 
tables. 

The total production of footwear in 


Boots, shoes and slippers, total. . 
Boots and shoes (leather), total...... 


Men’s: 


Boys’ and youths’ 


WHOMEEONIG a << x ola oto ovo 6.6.0 eo ics wreaks 


Misses’ and children’s 
Infants’ 
Athletic 
Part-leather and part-fabric 
All-fabric (satin, canvas, etc.) 


Slippers and moccasins 








rocker. Cee ee ee 2 ee a ee 2 
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factories reporting for October, 1933, 
indicates an increase of 0.5 per cent 
from September, 1933, and a decrease 
of 5.1 per cent from October, 1932. 
Production during January-October, 
1938, shows an increase of 14.4 per cent 
as compared with the same period of 
1932. 


Jan.-Oct., Per cent of increase, 

1932 Jan.-Oct., 1933-1932 
.... 268,045,090 14.4 
.. «2 222,141,223 15.0 
.... 48,699,795 24.9 
...+ 18,479,189 14.4 
.... 14,777,566 16.9 
.... 102,535,824 14.2 
..e- 29,889,452 0.1 
..-. 18,309,397 21.0 
eat 914,519 23.5 
.... 1,796,909 31.9 
aes 5,729,774 24.0 
.... 28,552,815 21.1 





CHRISTMAS PROMOTION IN HOLLYWOOD 





HOLLYWwoob, CALIF.—Christmas Tree 
Lane, as Hollywood’s gay white way is 
known at Yuletide, represents the co- 
operative effort of Hollywood mer- 
chants, realtors and property owners, 
who contribute alike to street decora- 
* tions such as this which is an annual 
custom in the film city. Merchants and 
other Hollywood business men con- 
tribute also toward the use of Christ- 


| is equipped with receptacles and is 


mas stickers and cooperative advertis- | 
ing sponsored by the Hollywood Cham- | 


ber of Commerce, The Christmas trees 
are fireproof, weatherproof and easy to 
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construct, standing 10 ft. high and are 
attached to the street lamp posts which 
serve as their trunks. Limbs and foliage 
of these artificial Christmas trees are 
represented in a sheet metal cone of | 
modernistic design. The inside surface 


wired for 100 or more varicolored elec- 
tric bulbs. The crown, placed on the 
top of the cone, takes the place of a 
regular street cluster. Each crown 
light is housed in shades of translucent 
material to create an amber glow. The 





illumination draws crowds of shoppers. 


1933 


An artist’s conception of how the trees appear 
as they are strung along this famous boulevard. 








Plans Spring Promotion 


Los ANGELES, CAL.—Satisfied that 
the big cut in railroad passenger rates 
will greatly increase the number of 
Winter residents in southern California 
after Jan. 1, the women’s shoe depart- 
ment in the J. W. Robinson Company 
has prepared with black, brown, blue, 
and gray kids in staple types and a 
fair sized stock of white bucks in the 
same types. 

In addition the last half of January 
will be enlivened with a carefully plan- 
ned promotion in black and white Java 
and ring-tail lizard in oxfords, sandals 
and pumps. The price will be $12.50. 
The first half of January will see a 
promotion intended to clear on brown 
and black Winter suedes. All Winter 
clearance, should be completed by Feb. 
10. 

By Feb. 1 it is expected to have 
Kayak seals, pigs, and porcupines mov- 
ing in volume. It is anticipated that 
50 per cent of the demand in these will 
be for oxfords and the new Ghillie 
with tongue. The other 50 per cent 
will run to spectators in sandals and 
pumps. 

The demand for the open toe sandal 
shows increase instead of decrease, and 
the buyer is acting accordingly. 

Looking ahead to the Spring season 





covering the period from Easter to 
July 4 solid whites have been picked 
for fifty per cent of the demand, Buck 
and ooze calf are expected to lead with 
kid coming in second. Spectators in 
white with trim in a variety of colors 
are banked on for the other fifty per 
cent. 


Mich. Sales Tax Retained 


DETROIT, MicH.—The Michigan retail 
sales tax of three per cent will likely 
remain, despite frequent consumer pro- 
tests, with the legislature now in 
special session. By coincidence, tax 
bills for reduced state property tax 
with cuts as high as 80 per cent were 
also mailed this week. The cuts were 
effected largely through the sales tax 
adopted in July. Typical case is a 
six-room house, built in 1925 for $10,- 
000, now valued at $3,500; 1932 taxes 
were $13.62; 1933 are $1.89. With 
such reductions, property owners are 
turning to favor the sales tax despite 
earlier reactions against it. 





New Store for Gude’s 


Los ANGELES, CAL.—Al Gude an- 
nounced that Gude’s, large Los Angeles 
retail shoe firm, will be in its new home 





at 422 West ‘Seventh Street by the last 
of January. The Gude’s store at 625 
West Seventh Street will be moved in 
its entirety, abandoning its present lo- 
cation, but the first floor of the large 
store at 725 South Broadway will be 
retained for the present and most likely 
devoted to popular price shoes. 

The new store, which will occupy 
about one-half of the building formerly 
occupied by the Dyas Company, Inc., 
large department store, will be one of 
the largest, if not the very largest, shoe 
stores west of Chicago. It will occupy 
five floors each 46 by 115 feet. There 
is a sixth floor which may be occupied 
later. The famous Rose Shop will be 
retained and enlarged in the new loca- 
tion. 

This location puts Gude’s in the very 
heart of Los Angeles’ highest class re- 
tail area, 





Enjoys Larger Quarters 


SAVANNAH, GAa.—Recently moved ito 
new and larger quarters at 307 West 
Broughton Street, the Hole in the Wall, 
exclusive ladies’ shoe store of this eity. 
It is the proud boast of Proprietor Jack 
Saul (owner, also, of the Favorite Boot 
Shop) that the store has been entirely 
remodeled to meet all modern demands. 
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More often than not FAIRY FORMS 














lead to 














Shoe by courtesy 
Ault-Shackford Shoe Co. 
Auburn, Maine 








THE POINT -OF-SALE 


HE well formed shoe strikes 

the first spark of interest in 
your prospective customer. 
The next step is to the “‘point- 
of-sale,” the fitting stool, for a 
try-on. The last step is the sale 
itself. If you are not getting 
the benefits of properly 
formed display shoes write 
to... 


SHOE FORM CO. 
AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 
Northampton, England Paris, France 
Melbourne, Australia 


Frankfort, Germany 


Fairy tor ms 


Sell > 
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Herman Metz Opens Store 


PATERSON, N. J.—With 15 years’ 
department store experience to his 
credit, Herman Metz has just opened 
his own shee store. 





HERMAN METZ 


The new store boasts of one of the 
largest and up-to-date shoe salons in | 





chandise which the large clientele of 
H. Metz has been accustomed to re- 
ceive. The store will handle Metz- 
Arch-mode shoes, orthopedic shoes of- 
fering the latest style for dress and 
comfort. 

Mr. Metz is widely known in this 
community as a specialist in the shoe 
business, having been associated with 
Meyer Brothers as the head of the or- 
thopedic department for a number of 
years and also with Bloomingdale’s, of 
New York. Since the establishment of 
H. Metz Shoe Store he has created a 
reputation for high-class merchandise 
and honest dealings. 

For the full length of his experience 
Mr. Metz was always in charge of the 
orthopedic departments. His contacts 
with the medical profession is very ex- 


tensive and nets him a substantial vol- | 


ume of business. 


Enlarges Shoe Department 


CINCINNATI, OHIO—John F. 


better shoes shop announced the open- 
ing of a very attractive new shoe de- 


| partment—the Smart Age Shoe Shop 


of which he is also manager. Shpes in 
this department sell from $4 up. Mc- 
Alpin’s have enlarged their shoe de- 
| partments and report that business has 


this city. The enlarged new quarters | been excellent so far and that the new 
will not, however, lessen the policy of Smart Age Shoe shop has done a 


courteous treatment and the fine mer- 





splendid business. 





Kipp. | 
manager and buyer of the McAlpin | 


Three New Block Stores 


SEATTLE, WASH.— At the present 
time —late November — Max Block, 
head of the 12-unit chain of Block’s 
shoe stores and 32-year-old shoe baron 
who has built his chain depression- 
wise, contrary to all economic hooey, 
all within the past 10 years, plans the 
extension of his chain. Three deals 
are now pending for the most pro- 
pitious sites for his newest stores. 
Three links are shortly to be opened, 
two in Washington and one in Oregon. 
Until the deals are closed he will not 
announce the sites that will give him 
15 stores to his chain, 


Bill’s Bootery Opens 


CINCINNATI—William K. Jacobson, 
who for the past 13 years ha: operated 
the shoe department in the Capitol 
Clothes Shop at 620 Vine Street, has 
opened a new men’s shoe store at 720 
Vine Street, to be known as Bill’s Boot- 
ery. 

C. D. McClain is connected with Mr. 
Jacobson in this new enterprise. 





Kottke Stock Sold 


AKRON, OHI0—Akron Drygoods Com- 
pany, has acquired the stock of foot- 
wear of the Kottke Shoe Company, and 
is offering it for sale in its basement 
department. The Kottke store recently 
was closed by bankruptcy. 
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a SHOE 
MEN’S FINE SHOES 
OLD COLONY SHOE CO. a 


NEW YORK e poston 
Marbridge Bidg. 10 High St. 








A. E. NETTLETON CO. 
BH. W. COOK, President 
Syracuse, N. Y. 























CAST WEYMOUTH,.MASS. 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 
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S. CHASE & SONS, INC., 
HAVERHILL, MASS. 

In Stock—Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.75 
Kid Pullman Slippers 
colors and black witb 
Snap Pocket 1.35 
‘Zipper Pocket 1.560 


w. 


WEAR-EVER SPEEA Ge, 
IN HARD SOLES ONLY 


Ye SO+ 4700 i450 
Two TREMENDOUS FACTORIES + 
GOOOYEAR TURNS ~ noe TURNS 
te 20,000 pairs 
THOUSANDS OF PAIRS IN STOCK/ 








APOST CARD WILL BRING A SALESMAN:: 
ANYWHERE IN THE OnifeD States..wrile te-ctey / 


WEAR EVER SHOE 6, SLIPPER CORP. 
SOUTH NORWALK CONN. 
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Portland’s Permanent Publicist 














From Oregon comes word from Will Knight, 
Portland’s permanent promiser, that for every 
shoe man in existence “A Rose in Portland 
Grows.” Will expects as a point of personal 
privilege to bring to the convention enough 
roses to pin on the coat lapel of his many friends 
the rose nurtured in that community referred 
to as the Rose City. 

About the convention he says: ‘Never give 
a thought to the convention not being the big- 
gest and best we've ever held.” 











Men’s Hose Selling 


Cuicaco—Holidays throughout the 
year provide men’s departments fine 
opportunities to jump in and do a nice 
little extra business in men’s hose, ac- 
cording to W. F. McCaffrey, depart- 
ment manager of Walk-Over. Easter is 
an especially good season in which to 
go after this trade, he says. On all 
holiday occasions sales are increased 
materially by displaying men’s sox on 
the women’s hosiery cases. On these 
occasions seventy-five per cent of all 
sales are made by women. Sales girls 
also suggest the purchase of men’s sox 
to women who come in to buy hosiery 
for themselves. The suggestion comes 
as a happy little after-thought when 
the first sale is completed. 

Displaying men’s hose in an advan- 
tageous place in the window brings in 
many a sox customer, says Mr. Mc- 
Caffrey. These little window salesmen 
act like ice-breakers in introducing a 
window shopper into the store. He gets 
acquainted, likes his cordial treatment 
on his small item and with the store’s 
sox on his feet it is easier for him to 
find his way back when he is in the 
market for shoes. 

Price is still an important factor in 
selling men’s sox, it is said here, but 
there is less objection voiced when the 
price is printed with trade-marks on 
nationally known brands. 
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Hosigny Sales Points 


CIN ATI, O.—F. P. Speiss, buyer 
and manager of the hosiery department 
of the H. and S. Pogue Company, says 
that suggestions as to the sort of hosiery 
for a certain style of shoe is made to 
the customer in the shoe department at 
the time the sale is made. Then when 
the customer comes to the hosiery coun- 
ter she is not only shown the hose that 
will match the shoe but other special 
kinds of hose. For instance, the hose 
with the knitted elastic top for automo- 
bilists or office workers. Also in the 
stocking department are display cards 
showing the color and sort of hose that 
go with certain leathers, such as lizard, 
kid, ete., as well as the dress material 
that is suitable to the shoe and hose. 

Spiess stressed the advantage of the 
display cards used showing hose, leath- 
ers and dress materials since they are 
gotten up by expert stylists and bear 
out the suggestions offered in the shoe 
department. 


Hosiery Counter Gadgets 


CuHIcAaGo—Several little gadgets dis- 
played at the hosiery counter of F. E. 
Foster and Co. are interesting as hav- 
ing a two-way slant—they attract the 
eye of the hosiery buyer to the acces- 
sory on the one hand, and on the other 
hand, they themselves speak up for 
more hosiery buying. 

The first of these merry little num- 
bers is a small leather sewing-kit con- 
taining various shades of darning silks, 
thimble, scissors and needles all ready 
to give a stitch in time to unruly hose. 
They are going like hot cakes at two 
dollars the kit, according to Carl Burg- 
stahler. 

Bakelite boxes with compartments 
which will hold four to six pairs of 
hose are also a new interesting item. 
They are neat affairs in “ebony,” peb- 
bled grey and green. They are especial- 
ly nice for gift giving any time of year 
as the recipient can use the box for 
cigarettes if she doesn’t want it for a 
hosiery cabinet. These sell for 75 cents. 

Another container is a circular box 
of silver piped in sharp blue with a 
tricky little matching bow of satin rib- 
bon. This will hold one pair of hose 
and make a strong appeal to the femi- 
nine sleuth who is always on the look- 
out for cute little trinkets. These sell 
at 25 cents and add much to the gift 
value of a single pair of hose. Christ- 
mas is not the only time of year to 
catch the attention of gift seekers, it 
was pointed out here, and a hosiery de- 
partment that can show something in- 
teresting has a list of calendar holidays 
to play up to the entire year through. 





Marcus Opens Store 


SAVANNAH, Ga.—The Marcus Shoe 
Store has been opened by Oscar Mar- 
cus, well-known Savannah shoe man. 
It will handle shoes for men, women 
and children. 
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Women’s Shoes 
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FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 








THE DEPRESSION in the innersole of 


a shoe often causes weakened anterior 
— of the feet. 


Clara Bo Shoe 


Remains flat and 
smooth thruout the 
life of the shoe. 


Inversole 






Nothing More Prac- 
tical as a Xmas Gift 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
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Dancing Shoes and Taps 
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TAP SLIPPERS 
with Taps 
One strap 1.65 
Biack Kid < Ribbon ~ ° 
Patent = — 1.85 
Leather 
Sages SHOE $e ‘co. 
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SIMPLEX SHOE an(@ 
SELF ADJUSTING— 
A gentle squeeze 
inserts or removes. 
Write for 
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P. W. Berg With Sterling 


Tacoma, WasH.— Phillip William 
Berg, long associated with his father 
in Berg’s shoe store of this city, has 
recently joined the Sterling Shoe Store. 
Popularity of this young man, a gradu- 
ate of the School of Business Adminis- 
tration of the University of Washing- 
ton at Seattle, as well as a graduate 
of the College of Practopedics at Chi- 
cago and the National School of 
Orthopraxy at St. Louis, is not only 
evidenced by the steady stream of 
friends calling to congratulate this shoe 
man, but by the 42 congratulatory 
telegrams from a vast number received 
which have been set up in the Sterling 
windows. 





Makes Change 


St. PETERSBURG, FLA—From_ the 
shoe department of Rutland Bros. de- 
partment store of Tampa to the shoe 
department of Rutland Bros. depart- 
ment store of St. Petersburg, trots G. 
L. Barnes, the St. Petersburg estab- 
lishment, however, incorporated under 
the name Rutland Boot Shop. This latter 
store has had no shoe department for 
several years and the recent addition 
under Mr. Barnes’ able supervision is 
filling a long-felt want. Another high 
light in Mr. Barnes’ career—10 years 
in charge of Maas Bros. shoe depart- 
ment, Tampa. 





To Manage Dracobly’s Dept. 


RAYMOND, WasH.—R. F. Anderson, 
who has been in the shoe business in 
Tacoma, has recently arrived in Ray- 
mond to take charge of the shoe de- 
partment of Dracobly’s Department 
Store of this city. Considerable devel- 
opment of this retail shoe outlet is ex- 
pected under the aegis of Anderson. 





60 Years in Shoe Business 


Maquoketa, Iowa—John H. Scholl 
celebrated his 82nd birthday anniver- 
sary Nov. 17 by working in his store, 
Scholl & Son Shoe Store, as usual. He 
has spent 60 years in the shoe busi- 
ness, as a master craftsman in his 
earlier days, when the people had the 
habit of wearing a pair of shoes a 
year. Mr. Scholl is the oldest merchant 
in Maquoketa in years and service. 





Crosby Opens New Store 


WASHINGTON, D. C.—A new Crosby 
Shoe store opened at 1115 F St. N. W., 
will be managed by Barnett Rich. The 
store will cater to women with smart 
footwear in the medium priced range. 
The store is designed by Elias Roth- 
child and Co., and is handsomely ap- 
pointed throughout, and has fixtures 
of American walnut, the color scheme 
attractively blended throughout. 
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Celebrates 50th Anniversary 


East PALESTINE, O.—Enos Yoder, 
proprietor of the Yoder Shoe Store 
here, recently celebrated the fiftieth an- 
niversary of his entering the shoe busi- 
ness. He started in 1883 as a clerk 
with Chamberlin & Goble, weil known 
shoe retailers. 





Sidney Rule Makes Change 


NAPA, CALIF.—Featuring men’s, wo- 
men’s and children’s shoes in the popu- 
lar price field, Sidney Rule has recent- 
ly opened a shoe department in Albert’s 
department store of this city. Mr. 
Rule was formerly with Hakin Bros. & 
Kassar and the California Shoe Co. 





Buys Partner’s Interest 


AMSTERDAM, N. Y.—On November 
15, Joseph Drzewicki purchased the 
entire interest of his partner, William 
Lesiakowski, in the shoe retail business 
then known as Drzewicki & Lesiakow- 
ski, and by so doing has agreed to 
pay all debts and liabilities of the firm 
and to collect all accounts due and 
owing the late firm. 

Mr. Drzewicki intends to continue 
the business under the name of The 
J. D. Shoe Store and has filed the nec- 
‘essary papers to this effect. Mr. 
Drzewicki has been associated with the 
business over a period of 20 years, 
helping to found and build it. 





Kinney Managers Changed 


CANTON, OHIO— Wendell Williams 
has been named manager of the Can- 
ton store of the Kinney Shoe Co., suc- 
ceeding Leo. J. Drabent, who has been 
promoted to manager of a new store 
opening in Louisville. Mr. Williams was 
previously in the employ of the com- 
pany for 12 years. 





Buys Shuart Stock 


TACOMA, WASH.—Stock of the fine 
new Shuart Shoe Salon which was 
to open this autumn when Charles 
Shuart died in the midst of opening 
preparations, and the shop was never 
established, has been sold to the Walk- 
Over Boot Shop. Local ordinances in 
Tacoma being strict for sales, all the 
Shuart shoes have been so labeled and 
the stock is being sold under the most 
stringent regulations of the authorities. 





Purchased Interests 


St. PETERSBURG, Fta.—J. P. Jack- 
son, for many years manager of Good- 
win’s Shoe Store, has purchased the 
Goodwin interests, operating under the 
name Jackson Shoe Store. Mr. Jack- 
son has made several recent innova- 
tions, particularly in the mode of win- 
dow displays, and is considered to have 
one of the most creditable stores in the 
city. 
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We Cover the Commodore 
[CONTINUED FROM PAGE 16] 


Spring color and for lighter cooler foot- 
wear as the season progresses. If the 
whole context of her statement was 
known, therefore, there was really no 
occasion to get confused. 

One of our readers, however, a buyer 
from St. Louis, challenged us to answer 
this question. “How,” he asked, “do 
you reconcile these two statements? 
The RECORDER said in a recent Issue, 
‘the silhouette of the season is definite- 
ly high on the instep and then decidedly 
cut out.? Vogue said ‘decidedly on the 
wane are all cut out work, perforation, 
stitching and application work. Abso- 
lute simplicity is replacing trick orna- 
mention.’ ” 

Our answer was: “While Vogue was 
talking Paris, an influence we might 
expect to see on next Fall and Winter’s 
fashion, we were talking about the 
American market and this Spring’s and 
Summer’s styles. We are firmly con- 
vinced that open effects for this country 
and this current season are the story, 
and the showings at the Commodore 
certainly bear out this belief. 

As for navy blue, the indications are 
that it will have a big demand this 
Spring but not quite so big, perhaps, 
as many people have expected. Why? 
Because browns are coming up for 
wear with Spring costumes, notably 
with string colored ensembles. Brown 
was the dark horse of the show. Dark 
browns are indicated as best for the 
first shoes, with a probable swing later 
to the newer, lighter tones of the Biscay 
cast. 


The Future of the Open Toe 


We are on the lookout for open toe 
developments. But with the exception 
of a few evening slippers there were 
very few. Late Spring and early Sum- 
mer is the time when the idea will un- 
doubtedly strike. The special lasts 
necessary for their development are 
also holding up the launching of open 
toe shoes. Many manufacturers repre- 
sented at the Commodore are steering 
clear, believing that this is a specialized 
business, best left to the specialty house. 
But wherever it comes from, watch and 


* gee if the open toe doesn’t arrive... 


and before very long! 


New Penney Store 


SAN FRancisco—Opened the latter 
part of October with enviable crowds 
of patrons, J. C. Penney, San Fran- 
cisco, Store No. 1484 of the Penney 
chain, has two shoe departments un- 
der the managership of Ralph Palmer, 
for some.years with the Penney or- 
ganization and an able manager and 
buyer. The street floor department 
features the higher class lines and the 
basement department the generally 
lower-priced lines. In all, 40 employees 
work in the two departments. 
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and dry goods; furniture; hardware; 
variety stores; mail order; music 
stores; and shoes. 

“All of these divisions will be repre- 
sented on the local Retail Code Author- 
ity, more than one hundred of which 
already have been set up, and hun- 
dreds more of which will be formed 
within the next few weeks. 

“In addition to the foregoing divi- 
sions, the National Retail Code Author- 
ity recognizes ten other distinct divi- 
sions of the retail trade subject to the 
Retail Code, and these divisions are 
entitled to membership and vote on the 
local Retail Trade Authority. They 
are: art stores; books and stationery; 
florists; paint, wallpaper and glass; 
luggage and leather goods; news stores, 
not including stands selling newspapers 
only; opticians and optical goods; 
pawn shops; pet shops; and sporting 
goods stores. 

“That makes eighteen divisions in all 
which may be represented on the Local 
Retail Code Authority. The powers 
and functions of that Authority, after 
it has secured a Certificate from the 
National Authority, are clearly defined. 
Its chief duties may be summarized 
under two heads: Requests for Inter- 
pretations, and Reported Complaints 
concerning violations. Within these 
two categories, we find the whole prob- 
lem of administering the Retail Code 
centers. 

“The local Retail Code Authority will 
attempt to supply interpretations on 
every point not clear to an individual 
retailer, and it is believed that with the 
very complete comments and explana- 
tions of the Code which the National 
Authority will supply to all members 
of local Retail Authorities, few requests 
for interpretation will need be referred 
to the National Authority. It is our 
belief that in time the Local Authori- 
ties will be able to take care of all 
questions of interpretation. 

“The local Retail Code Authority will 
also undertake the adjustment of all 
complaints concerning violation of the 
Code, whether coming from consumers, 
employees or retailers. It will attempt 
to adjust these merely through friendly 
discussion and to secure compliance by 
that means. The LRCA will have no 
police authority and any cases which 
require or seem to require disciplinary 
action will be referred to the District 
Compliance Board which is a govern- 
mental agency under the NRA. 

“We believe that, when the Retail 
Code is thoroughly explained and un- 
derstood by all retailers under it, and 
when the Local Code Authority is 
thoroughly informed by the National 
Authority, the percentage of cases 
where compliance cannot be secured 
without recourse to the NRA agencies, 
will be very small. We believe that 





the retail trade will prove that it is 
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capable of practically complete seli- 
government. 

“Any questions which Local Authori- 
ties may refer to the National Author- 
ity, and which relate especially to the 
problems of a particular trade, will be 
referred to the National Association of 
that trade. Shoe questions would be 
referred either to the National Council 
of Shoe Retailers or to the National 
Shoe Retailers Association, or both. 

“Because of the important place 
which the Local Retail Code Authority 
will occupy in the entire administrative 
machinery, it is important that the 
men who represent the various associa- 
tions locally shall be the strongest men 
available for the job. The instructions 
issued by the National Code Authority 
are that ‘members of the Local Code 
Authority should be members of their 
respective National Retail Trade Asso- 
ciations, if there are such for their 
divisions of the trade, and if members 
of such National Associations are avail- 
able in the community.’ 

“The Local Retail Code Authority is 
an entirely new body, just as the Na- 
tional Authority is a new body. It is 
expressly stipulated that the Local Au- 
thority may accept the cooperation of 
any existing agency, such as a Better 
Business Bureau, but that it shall not 
delegate the responsibility or authority 
for enforcement to any other agency. 
It is conceived as a truly democratic 
body representing all of the trades un- 
der the Code in the community, and 
designed for the sole purpose of per- 
forming the functions delegated to it 
by the National Code Authority. 

“Both of the national shoe associa- 
tions are entitled to representatives on 
a Local Retail Code Authority just as 
they are represented on the National 
Code Authority by Mr. Geuting and 
myself. In choosing such representa- 
tives, it cannot be urged too strongly 
that the shoe trade select the strongest 
possible representatives, regardless of 
what other trades may do. Asa matter 
of fact, most of the other trades are 
also selecting men of intelligence and 
vision—and proper representation of 
the interests of the shoe trade on all 
Code Authorities seems highly im- 
portant.” 


Display Rack Separates Depts. 
GLENDALE, CALIF.—A unique display 
rack with a double or twin shelf at the 
level of the chair backs and a single 
shelf above runs lengthwise of the 
Winkler Shoe Store here, dividing the 
row of chairs in the men’s department 
from the row of chairs in the women’s 
department, offering semi-privacy for 
each department. Approximately ten 
pairs of shoes are displayed on each 
side and four or five pairs on upright 
standards on the single shelf above. 
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Children’s Footwear 
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MBS. DAY’S IDEAL BABY SHOES 


os intants’ Soft Seles...0-8 
EEL \otermediates ........ 1-8 
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MRS. DAY'S IDEAL BABY 
SHOE CO. 
Locust St. 














2 MAIN ST. 
WILTON. MAINE 


G.H.BASS & CO. 
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Shoe Dressings 
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SHOP TALK 
GOOD WILL:— 


It comes to you only when 
ou give your customers the 
Goat value. Cavalier polishes 
are sold only by the shoe 
trade, and not cut in price or 
sold where nothing is known 
of shoes or their care. For 
more details write: 


“CAVALIER” 


The Shoeman’s Polish 
BALTIMORE, MD. 
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Hosiery Protectors 
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tage for Women, 
Men and Children 


Order from your jobber CAN 





Protected by 
Patent Numbers 
U. 1669790 
281021 
WALK-EZE "Sales Offices. rz Stamped on every palr. 


Executive Office, Syracuse, N. Y. 
NEW YORK: 1141 Broadway 


CHICAGO: 114 E. Austin Ave. 
CANADA: 729 St. Antoine St., Montreal 
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A.M.C. MEET AT N.S.R.A. CONVENTION 








St. Louis, Mo.—Great importance 
was attached to the announcement 
made by A. J. Pauly, buyer and man- 
ager of the shoe department, Stix, Baer 
& Fuller D. G. Company, St. Louis, 
and chairman of the shoe group of the 





A. J. PAULY 


Associated Merchandising Corporation, 
that the buying group of this organi- 
zation will meet in St. Louis during 
the N.S.R.A. Convention, January 7 
to 10. 

The purpose of the conference, ac- 
cording to Mr. Pauly, is to plan a 
Spring buying program which will be 
participated in by the 19 members 
whose principle buyers will attend the 
conference. This decision to meet in 
St. Louis during the Convention is sig- 
nificant in that it will provide an op- 
portunity for these important oper- 
ators to study and appraise the styles 





and values of over 400 lines of shoes, 
which will be shown in the four lead- 
ing hotels. 

Also, the business sessions devoted 
to department store merchandising will 
attract the attention of these shoe op- 
erators, who, like other distributors of 
shoes, are confronted with many prob- 
lems which have developed during the 
past three months, since operating un- 
der the NRA retail code. 

Serious discussion will be directed 
towards an exchange of experiences of 
department store buyers who have been 
compelled to meet these difficulties. 

The St. Louis Convention Committee 
has extended a welcome to members of 
the group, and has offered every facility 
to this and other large buying organiza- 
tions who will meet during the Con- 
vention. 

The shoe buyers and stores with 
which they are affiliated are as follows: 

J. M. Cogan, Abraham & Straus 
(Children’s), Brooklyn, N. Y.; Royal 
Weith, Abraham & Straus (Women’s), 
Brooklyn, N. Y.; F. J. McElroy, L. S. 
Ayres & Co., Indianapolis, Ind.; H. W. 
Wiltermood, The H. C. Capwell Co., 
Oakland, Calif.; Celia Berkowitz, 
Bloomingdale Bros., New York City, 
N. Y.; K. Ricker, Bullock’s, Los Angeles, 
Calif.; N. S. Nicholson, The Dayton 
Co., Minneapolis, Minn.; F. Ross, The 
Emporium, San Francisco, Calif.; A. 
Fish, Wm. Filene’s Sons Co. (Wom- 
en’s), Boston, Mass.; H. A. Reich, B. 
Forman Co., Rochester, N. Y.; O. S. 
Kitchen, Jos.. Horne Co. (Women’s), 
Pittsburgh, Pa.; G. DeHaan, J. L. Hud- 
son Co. (Women’s), Detroit, Mich.; E. 
W. Bradshaw, J. L. Hudson Co. (Chil- 
dren’s), Detroit, Mich.; J. Downey, 
Hutzler Bros. Co., Baltimore, Md.; C. E. 
Holloway, F. & R. Lazarus & Co. (Wom- 
een’s), Columbus, Ohio; Claude Monser, 
Rike-Kumler Co. (Women’s & Chil- 
dren’s), Dayton, Ohio; H. Frohman, 
John Shillito Co., Cincinnati, Ohio; J. 
MeNair, Strawbridge & Clothier, Phila- 
delphia, Pa.; G. W. Snyder, Wm. Tay- 
lor Son & Co., Cleveland, Ohio; Edward 
Blomquist, R. H. White Co. (Women’s), 
Boston, Mass.; A. J. Pauly, Stix, Baer 
& Fuller, St. Louis, Mo. 











Select Council Representatives 


CLEVELAND, OHIO—About 35 execu- 
tives of retail shoe establishments met 
and selected representatives for the Re- 
tail Trade Council of Cleveland. This 
action was taken in accordance with 
provisions of the National Recovery Act 
with special reference to Article 10 
(Administration). 

J. Harold Roberts of the Stone Shoe 
Co. was elected delegate with S. H. 
Bender of the M. J. Bender Shoe Co. 
as alternate and Clarence R. Faflik of 
the Clarence R. Faflik Shoe Store, sec- 
ond alternate. 





The above representatives will meet 
with those of six other trades covered 
by the Retail Code and complete the 
organization of the Retail Trade Coun- 
cil for the Cleveland area. 





Occupies Larger Store 


Joe Rosenthal has moved his Port- 
land, Ore., store to more central and 
enlarged quarters at 511 S. W. Broad- 
way. He will shortly add a line of 
men’s shoes as well as men’s and wom- 
en’s hosiery to his lines. At his re- 
opening he featured an attractive line 
of ladies’ bags. 
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WHOLESALE PRICES FOR WEEK ENDING DECEMBER 2 





WASHINGTON, D. C.—Wholesale com- 
modity prices during the past week 
continued the downward movement of 
the previous week, according to an an- 
nouncement made by Isador Lubin, 
Commissioner of Labor Statistics of the 
U. S. Department of Labor. The de- 
crease which amounted to four-tenths 
of 1 per cent placed the wholesale index 
number at 70.7 per cent of the 1926 
average for the week ending Dec. 2, as 
compared with 71.0 for the week end- 
ing Nov. 25 and with 71.7, the high 
point reached during the present year 
which was for the week ending Nov. 18. 

The fall in prices was due to a gen- 
eral weakening of market quotations 
for 91 scattered commodities. The drop 
placed the level of wholesale prices 
only fractionally above the level for 
the week ending Sept. 16, when the 
index number stood at 70.5. The present 
index shows a recession of nearly 1% 
per cent from the high point of the 
year. It is 11 per cent above the index 
for the corresponding week of a year 
ago, which reached 63.6, and slightly 
more than 18% per cent over the low 


ALL COMMODITIES ........... 
WARM PLOGUCES ....0.02.0 ccc cccescecevees 
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Hides and leather products .......... 
Textile products ...............-0008: 
Fuel and lighting materials ........... 
Metals and metal products ............ 
Building materials ................... 
Chemicals and drugs ................. 
Housefurnishing goods ............... 
WUIRCGHENGOUG) 6.05 2. cos sce cc seein ecsess 


So. Calif. Spring Predictions 


Los ANGELES, CAL.—A number giv- 
ing promise of continuing good up until 
Feb. 15, with Wetherby-Kayser Co., is 
a brown suede with large tip perfora- 
tions underlaid with kid and a me- 
dium height leather heel. Oxfords hold 
the lead. 

Volume in street wear shoes, how- 
ever, extending up to Feb. 1 at least, 
was expected to continue as at present 
in practical black and brown suedes, 
ties leading. All-over alligator lizards 
and kids with alligator lizard trims 
were good seconds in volume. 

Wetherby - Kayser in evening shoes 
are doing well with a figured moire san- 
dal which has as its exclusive feature 
a gold and silver laced kid strap. This 
sandal is still selling equally well both 
in black and white at $16.00. 





Favors Practical Types 


DETROIT, MicH.—Important summary 
of style trends in women’s shoes indi- 
cates a general move toward favor of 
practical type shoes and standard dress 
lines, says Clyde K. Taylor, of Stuart 
Rackhan, Inc. 











of the year, when the index number 
stood at 59.6. 

During the week market prices of 
656 items covered by the Bureau showed 
no change in price, 91 recorded de- 
creases, while 37 showed advancing 
quotations. 

Certain hide and leather items re- 
sulted in a further upward movement 
of the hides and leather group. The 
building materials group also showed 
a fractional increase due to the con- 
tinued upward movement of lumber 
prices. The housefurnishings group 
showed no change in the general aver- 
age. 

The index number of the Bureau of 
Labor Statistics is composed of 784 
separate price series weighted accord- 
ing to their relative importance in the 
country’s markets and is based on aver- 
age prices for the year 1926 as 100.0. 
The accompanying statement shows the 
index numbers of the major groups 
of commodities for one year ago, for 
the low point of 1933, and for the past 
three weeks. 


Week Ending 


March 4, Nov.25, Dec. 2, 

1933 1933 1933 

Re ye 59.6 71.0 70.7 
Nae whee 40.6 56.8 55.9 
sacha Sere 53.4 63.9 63.2 
Page tata ay 67.6 88.9 89.1 
uerenpe oes 50.6 75.8 75.4 
ieee atne wets 64.4 73.9 73.8 
es eran 77.4 83.5 83.4 
Puwececaes 70.1 85.1 85.2 
eee 71.3 73.8 73.7 
sinier hb ection 72.7 82.0 82.0 
a ak brassicae 59.6 65.4 65.3 


“More customers now demand the 
low-heeled shoes, and walking type ox- 
fords. Practical comfort and conveni- 
ence seem to demand more considera- 
tion than merely appearance, though 
the importance of appearance in mate- 
rial and cut of the shoe is still para- 
mount. The high-heeled shoe is being 
relegated, at least temporarily, toward 
dress wear more or less exclusively, 
though the tendency has not gone far as 
yet.” 


Progressive Shoe Moves 


LYNN, MAss.—The Progressive Shoe 
Co. has moved from Derry, N. H., and 
has taken two floors in the Realty Build- 
ing on Broad Street, which it is fitting 
up for the making of 4000 pairs a day 
of women’s popular grade novelties. 
Samuel Cohen is manager. 





Opens Family Shoe Store 


PINOLE, CALIF.—Joseph M. Silva has 
opened an up-to-date retail shoe shop 
and will handle shoes for the entire 
family. 














Fitting Platform for Children 


Woonsocket, R. I.—Viateur Drain- 
ville, owner of the Drainville Shoe Co., 
retail establishment, has introduced an 
unusual idea in serving the kiddies, to 
the pleasure of both the youngsters and 
their mothers. Instead of having small 
chairs for the children on the level of 
the main department, he has these 
chairs placed on a built-up arrange- 
ment so that the shoe salesman can fit 
the shoes while standing. 

Likewise the mothers can feel of the 
shoes and their fitting without bending 
over. Mr. Drainville believes that when 
mothers bend over to feel of the fitting, 
they are usually in an uncomfortable 
position and are psychologically less 
likely to approve the purchase. 

On the contrary, when they can in- 
spect the shoes and the fitting by mere- 
ly standing up and having the subject 
at about waist-level, they are more 
easily and more quickly pleased. Inci- 
dentally, it is a novelty to the kiddies to 
be seated higher than usual and it keeps 
them more interested. Mr. Drainville 
has used this arrangement for some 
time and finds it works very practically. 





Rocker Bottom Takes Well 


Los ANGELES, CAL.—A new shoe in- 
troduced at the time of school opening 
by Michael Kalsman, shoe buyer for 
Silverwoods, has attained considerable 
popularity. It is rocker bottom brogue 
and priced at $5.00. 







Silverwoods Racker Brogue 


In Briat Brown 





FULL DOUBLE SOLE 
WITH ROCKER BOTTION 


When you walk, the sole Rocks — 
—instead of Bending 


The above illustrates the manner in which the 
rocker brogue was promoted. 


The rocker brogue is distinctly a 
young man’s shoe. It is made in a 
dark brown Scotch grain with a full 
double sole, one-piece vamp with 
stitched cap (no seam). Although 
made in all sizes, but one toe, one last, 
one color and one price are offered. It 
is, of course, best adapted to wear 
with tweeds and other heavy suitings. 

Although stressed as a young man’s 
shoe, Mr. Kalsman finds that every 
fourth pair on the average is sold to 
middle-aged and older men. The double- 
weight rocker type sole keeps the vamp 
from creasing at the top and not one 
pair of shoes has ever been brought 
back for a bite pad. 

Silverwoods operate four men’s 
stores in Los Angeles, the response to 
this shoe at the Westwood Village 
store adjacent to the campus of the 
University of California in Los An- 
geles has been tremendous. 
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| Leathers 
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MAND RUCCA 


is the registered trade- 
mark of a unique, 
trade-mark, 


grained leather of 
superior tannage, O* 
directly or by 
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oY, R. NEUMANN & CO. 


HOBOKEN, NEW JERSEY 
Sells Hosiery Interest 


New York, N. Y.—Henry L. Kahn, 
founder of the Fox Chase Knitting 
Mills, Inc., has sold his interest to I. 
Miller & Sons, Inc., and has resigned 
as president and asa director of the 
company. Mr. Kahn has a long career 
in the hosiery business. He was presi- 
dent and founder of the Aristo Hosiery 
Co., Inc., New York. He liquidated the 
business in 1925 in order to devote his 
entire time to the manufacturing 
branch. Mr. Kahn has no definite plans 
formulated, but is certain he will re- 
main in the hosiery field. 


Misuse 
of this 




















Rosenberg’s New Store 


Des Morngs, Iowa—Maylons, Inc., 
is a new shoe and ready-to-wear store 
opened here at 612 Walnut Street. 
M. Rosenberg is the proprietor. The 


shop was redecorated and new fixtures 
installed. Ten persons will make up 
the personnel. 
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WHAT’S NEW 





Novel Fitting Stool 





NEw YorK, N. Y.—Irving Silver has 
obtained a patent on a new idea in 
shoe stools. This nickleplated stool, 
which is of modern design, gives a 
very handsome appearance. 

The paramount features are: 

(1) A measuring stick which lights 
up automatically showing size when the 
foot is applied. 

(2) Mirror attachment to view the 
fitted foot. 

(3) Slide tray for the customer with 
three compartments for cigarettes, 
matches, ashes. 

(4) Slide tray for the shoe fitter; to 
contain shoe horns, button hooks, etc. 





Squeakless Shanks 


Boston, MAss.—Vernon H. Moss has 
secured patents on squeakless shanks 
for shoes, the patents also providing 
for other features of shoemaking. 
Squeaks are among “The Ten Sins of 
Shanks” of which shoemakers speak 
with alarm. Some cover shank with 
tapes, or leather, so they won’t squeak. 
Mr. Moss has an original method for 
inserting shanks into shoes, also new 
ideas in shanks, such as a shank piece 
of fibre impregnated with chemicals to 
harden it, and yet not so hard but what 
it can be moulded to fit to the arch of 
the last. 


Bentley’s Have New Store 


Los ANGELES, CAL.—Bentley’s Shoe 
Store which has operated for some 
time at 715 South Broadway, featuring 
popular price women’s and children’s 
shoes, has opened a second store at 
6507 Pacific Boulevard, Huntington 
Park. H. Adler, who has been an em- 


ployee of the company for three years, 


is manager. Prior to joining the Bent- 
ley company, Mr. Adler was employed 
by C. H. Baker. 


Brant Shoe Co. Opens 


SAN JOSE, CALIF.—Brant Shoe Co. 
has opened a new shoe shop at 55 S. 


First St. 








16, 1933 


Wood Heel Code Hearing 


WASHINGTON, D. C., Dec. 12—Meas- 
ures to put a stop to underselling in 
the wood heel industry through market 
direction and control of minimum lum- 
ber costs figured in the consumer price 
were given paramount consideration 
Dec. 7, when a hearing on the pro- 
posed code was held before the Na- 
tional Recovery Administration. 

It was explained that manufacturers 
in an area where the cost of production 
was comparatively low might fix their 
prices at a level consistent with those 
of their territory and still be guilty 
of cutting prices when they carried 
their product into territory in which 
higher wages, living costs and other 
factors demanded a higher minimum 
price for the product. 

Particular reference was made to 
the manufacturers of the New York 
territory, whose high rentals and wages 
place the product on a higher cost level 
than that of outside territory. Unless 
a provision checking the lower price 
competition expected to result from the 
administration of the code were in- 
cluded, speakers said, the immediate 
tendency would be to move these fac- 
tories into a lower production cost ter- 
ritory. 

Joseph Burger, of the Williamsburg 
Unity Heel Company, Brooklyn, and 
Emil Goldblatt, a director in the na- 
tional association, of the New York 
Progressive Wood Heel Company at 
Brooklyn, were the principal speakers 
on this amendment to the code. They 
were given the support, however, of 
the code committee headed by Colley B. 
Court, president of the National As- 
sociation of Wood Heel Manufacturers, 
of the Methuen Wood Heel Company, 
Methuen, Mass. 

To attempt to adjust prices between 
the higher and lower production cost 
areas, E. B. Schultz, assistant deputy 
administrator, pointed out, might bring 
about a conflict with the interstate com- 
merce laws. 

Mr. Court, in his capacity as 
chairman of the code committee, pre- 
sented the code without comment but 
was on his feet practically during the 
entire hearing, supplying additional data 
on the industry, the organization and 
the various sections of the code. ‘He 
stated that in 1932 when the industry 
produced 105,600,000 heels, the peak in 
production, it received $10,900,000, the 
lowest dollar return. 

The hearing recessed at the call of 
the administrator. Those attending in- 
cluded: Don Houghton, of the F. W. 
Mears Heel Company, Samuel Kins- 
man, Gregory-Reed Heel Company, 
Malden, Mass. 

Col. A. L. Mercer, director of the 
association, Vulcan Corporation, Ports- 
mouth, Ohio; Arthur Mullins, secretary, 
Haverhill, Mass.; W. F. Coxon of the 
Philadelphia Wood Heel Company, 
Philadelphia, Pa.; L. D. Dozier, United 
Wood Heel Manufacturing Company, 
St. Louis, and J. P. Quirk, his partner. 
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Bag Rack Increased Sales 


DENVER, CoLo.—The handbag fixture 
illustrated here offers a really success- 
ful solution to the display problem of 
the shoe store bag department operator. 
It is located in the new Baker store. 





Located at one side within a few feet 
of the main entrance, it can scarcely 
escape the notice of customers. And 
it adds much to the attractiveness of 
any bag. 

Note particularly that the real base 
is set in several inches under the 
counter edges on all sides. This enables 
the customer to lean over the display 
without stubbing her toes. 

The finish is of a grained wood 
veneer with black stripes. This surface 
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trast with bags, particularly black 
ones. 

As may be seen from the picture, the 
three shelves are on a slope to permit 
full face display in as little space as 
possible. The rack always provides 
space for at least 28 good sized bags 
or a larger number of smaller ones. 
The fixture is approximately one and 
one-half feet wide, five feet long and 
three feet high. Although the top shelf 
does not offer as effective display space 
as the lower, sloping ones, it brings 
good results. Store managers report a 
marked increase in sales through in- 
stallation of this fixture. 





THE SELLING END 





Kolkebeck Heads N.Y. Travelers 


New YorK—At a meeting of the Boot 
and Shoe Travelers Association of New 
York held Dec. 1, 1933, at the club 
rooms, the following were elected to 
office : 


Warren Kolkebeck, president; James 
T. Baker, first vice-president; B. W. 
Moylan, second vice-president; Max 
Steinfeld, third vice-president; Charles 
Havranck, secretary-treasurer; board 
of governors, Larrie H. Sass, John 
Doyle, Mort Seaman, Charles Grether. 








furnishes a very pleasing color con- 


Taking in consideration that the 
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meeting was held during business hours 
(2.30 to 5.30 P. M.) it showed the in- 
terest of the members in the business 
to be discussed, as over 50 per cent of 
the membership were present. 

The retiring president, Larrie Sass, 
who has served in that capacity for the 
past three years was presented with a 
traveling bag donated by the members 
in appreciation for his untiring efforts 
to make this association a success. 





Coast Travelers Elect 


SAN FRANCISCO, Cal.—At the annual 
meeting of the Pacific Coast Shoe 
Travelers’ Association, the following 
officers were elected to serve for the 
year 1934: President, Walter E. Blatt; 
Vice-President, Jack Federspiel and 
Sec’y-Treasurer, Sol. Peiser. 


Smith With Hoyt 


James P. Smith is now sales man- 
ager for the F. M. Hoyt Shoe Co., 
Manchester, N. H., makers of the Bea- 
con Shoe. He formerly held a similar 
position with the Peck Shoe Co. of 
Worcester. 


Men’s Shoes Only 


BALTIMORE, Mp.— Murphy’s Shoe 
Shop plans to open its establishment at 
433 South Broadway within the next 
week or so and will carry men’s shoes 
only. 











KENT 


AUTOMATIC 
GARAGE NEW yYorK 












In Miami Beach its 





The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment . - . offers every 
opportunity for storage by the hour, the 
day, the month . .. with or without 
service. 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 
Human Hands 























She Heeturood. 


Opening for the Winter Season 
European Plan. 

An Exclusive Winter Resort Hotel, on 
Biscayne Bay, with Ocean Bathing, a 
Private Dock and every facility for the 
comfort and entertainment of its exclusive 
and discriminating clientele. 


Rates Double from $8.00 to $20.00 per day. 


January first. 


A le carte service and 


we ae Just think ...a mod- 
—F5 HOTEL VALUE — ern, new hotel, in the Other DeWitt Operated Hotels include: 
wf. ye Wee HOLLENDEN 
CIty. heart of New York— s ann ~ 
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A room and bath for one, ie — 
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‘+ PICCADI in 
. Hanes 
45th-STREET and BROADWAY e@ NEW YORK 
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THE RECORDER’S 
DISTINCTIVE WINDOW 
DISPLAY CARDS 


10% 


Selling is Through 
WINDOW 





IF the shoes in your windows 
could only say aloud: 


“This is a fine store . . . always courteous service. The cus- 
tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you 
spend.” 


RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in display—use Recorder cards for 
color and to talk YOUR store service—and your business will 
improve. 


You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 
quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 
show cards. 

Samples will be sent on request 
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DECEMBER 


Silver board, with de- 
sign in bright red and 
blue. 


Size: 8x14” 
COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fittin quis, Ete. 

os Car is: 60¢ each 


Without Text: 35¢ each 








DECEMBER 
HARMONIZING 
TICKET 


card subscribers at 
prices listed below. 


$7 50 Available to non-show 





Other Xmas tickets 
in-stock. 


nA nahin: tla nntia 2 Mess all aaa 











“jy”: Black and “I": Pale Green “Ss”: Red FI “ 

: Z”: Yellow Lan- 
Gold Design on Design on Buff. ~ pba 
Pale Yellow. on Bright Yellow. 


bd | Idd t 


- Yellow. 





“O”: Rose Design 
tern on Deep trim on Bright on Light Tan. 





cea aes . 
Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 


WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Polly Clips for tickets: \% gross $2.25 
(adjustable—tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25; 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preterred 
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Annual Display Card Service 


EXCLUSIVE FRANCHISE is given with annual card service 


to one merchant in an average size town, suburb or city shop- 


ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 


display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 


cards, supplied free. 


Neat tickets with prices as wanted, but 


not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets, with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 
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Merchants Service Dept. 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, Ii. 
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Select the Service You 
Mail Coupon—See Sales 


SERVICE NO. 1—$5.00 monthly: 


12 display cards... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 


8 display cards ...4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 


6 display cards ... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 


4 display cards... 2 holders... 
50 blank harmonizing price tickets 


COUPON 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, III. 


Please enter our order for the Recorder “Selling Mes- 
sage,” beginning with December, for card service 


N@bccsccexs » for one year, consisting of........ card 
holders (with the first mouth’s service), ........ cards 
WMG cscads blank tickets each month—OR—........ 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $........ per year, payable $........ 


per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 


, See } errr » PEE » CREE Savccts . Ore Sse 
Sule NGIEOD << osc uous cdeacccde da dances ccnueyiccdedues 
CGPS ici ees ottakdnvive acadedidddaecexseedea 
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A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 
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SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





WANTED: Side line representatives to carry 
the practical Step Rite line of intermediate 
creeping and first walking shoes. Good terri- 
tories open: Line short, approximately thirty 
shoes. Market wherever infants’ shoes are 
sold. Commission 10%. If you know your 
rate, write C. H. Hawkes & Son, Rochester, 





XPERIENCED salesmen to carry popular 

priced men’s, boys’, growing girls’, misses’ 
and children’s shoes—Commission basis only. 
Good territories open. References with applica- 
tion necessary. Brilliant Brothers Company, 
182-184 Lincoln St., Boston, Mass. 





IDELINE salesmen wanted to carry snappy 

line of galalith ornaments and leather shoe 
bows—on commission basis both in New York 
and Eastern and Western territories. Address 
D-577, care Boot & Shoe Raneder, 239 West 
39th Street, New York, N. 


XPERIENCED salesman wanted to sell 

women’s novelty shoes in the territory of 
South Carolina, Tennessee, and Georgia. Co 
mission basis only, and must have car. Address 
D-574, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


PROMINENT hosiery mill wants experienced 
hosiery salesmen with large following among 
shoe trade. All territories open. Address 
D-575, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


ON the first of the year a well known manu- 
facturer of shoe polishes will have many 
vacancies on the sales force open, in various 
states. Real opportunity for a salesman with 
following. Apply by letter only. Mr. B. 
songett, 49 ooster Street, New York City, 














ALESMEN, established trade to sell on com- 

mission as side line. Short, snappy line 
leather sole beach sandals, Women’s and Girls’ 
Sport Straps and Oxfords, Women’s Black Kid 
Comfort styles, Men’s and Women’s slippers. 
All carried in stock. Territory open, Texas, 
Indiana, Ohio, Illinois, Missouri, Kansas, Wash- 
ington, Oregon, Michigan, New Jersey, North- 
western New York State, Long Island, Brook- 
lyn, California. A good money making side 
line. Give full information first letter. Nestle- 
toe Slippers, Inc., 168 B. Chandler St., Worces- 
ter, Mass. 


SALESMEN for old established concern to 
carry side line. ething entirely new 
(small item, can be carried in ket). Selling 
rapidly. Large commission. tate references, 
experience and territory traveled. Address 
Post Office Box 40, Station A, New York City. 





S ALESMEN wanted with established territory 
to carry as sideline on commission basis, 
full line of ladies’ beach sandals and _ sport 
shoes, and fadies’ and men’s house and _ boudoir 
slippers. State territory covered and lines now 
carried. Liberal commission. Address D-569, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





ALESMEN traveling by auto, having estab- 
lished accounts who desire our short, snappy, 
fast selling line of Children’s “HAPY 
Turns, Pre-Welts and Cement Constructed 
Shoes communicate with us immediately. All 
numbers stocked. Commission ten per cent. 
Goodger Shoe Corporation, 89 Allen Street, 
Rochester, N. Y. (Manufacturers). 








FOR RENT 


RETAIL opportunity. Leading women’s ready- 
to-wear store in Central Pennsylvania town 
of 15,000; will sublet desirable first floor space 
on flat rental basis to financially responsible party 
for popular priced women’s: shoes; 100% loca- 
tion; modern windows; established 13 years. 
Address D-576, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








POSITION WANTED 


For the past 18 years I have had con- 
siderable shoe experience both as 
buyer in department store and as sales 
representative for well-known lines in 
the Middle West. I know that I have 
executive sales ability as well as a 
likable personality and I prefer the 
handling of women’s or children’s 
shoes. My services are available 
therefore as a department store buyer 
or as a sales manager for a good 
manufacturer or jobber. 


Warren F, Crandall 
1211 West St., Topeka, Kansas 











ME: FAMILY SHOE STORE PROPRIE- 
TOR: Can you use willing worker? Ten 
years’ experience. Specializing children and 
corrective shoe fitting. Graduate American 
School Practipedics. Can handle details and 
trim windows. Age 38, single, references. Ed- 
ward Weber, 992 Colvin Blvd., Kenmore, N. Y. 











LINE WANTED 


LOW-PRICED line shoes for southeast and 
southwest Texas. 15 years’ road experience. 
Specialty shoes. R. P. Bryarly, Tuleta, Bee- 
ville County, Texas. 








EXPERIENCED Shoe Salesman _ desires 
Men’s Line, traveling New York outside of 
Metropolitan area. Address D-579, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





Peabody a Leather Center 


PEABODY, MASss. — Peabody made 
leather worth $14,400,000 in 1932, ac- 
cording to the recent report of the state 
census bureau, and tanners take the 
figures as another feather in the cap 
of “The Leather City.” There’s some 
talk of a Peabody products exhibition to 


To Manage Your Store 


Some store, somewhere, needs 
me. Experience: 12 years as re- 
tail shoe store executive. Man- 
aged store with million-dollar 
volume. General manager of one 
of the most progressive organiza- 
tions in the East. Married. Age 
32. Willing to go anywhere. . 


Address D-578 
Care Boot & Shoe Recorder 
239 W. 39th St., New York, N. Y. 

















feature Peabody leather. Total value 
of Peabody’s manufactured products 
was $18,800,000 in 1932, and the aver- 
age wage was better than $1,000 a year. 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. i 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 


word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


Minimum charge 
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WANTED TO PURCHASE 





HOTELS 

















POSTER @ DEUTSCH 
436 Grand St., New York City 


Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 








WE BUY 
ietiee or Surplus Wholesale and Retail 
tocks. Also Branded Shoes such as 
Walk, Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

88 Reade St. Cor. Church 
New York City 

Phone Barclay 7-7887 








Buyers of Surplus Stocks 


We wll buy surplus or entire Lo of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 




















HOW TO DRY SHOES 


Don’t heat shoes to dry them after they’ve 
been worn in a Winter storm. The advice is old 
but always seasonal. Some put them in the oven. 
Some put them on the radiator. It’s wrong. 
Heat, if excessive, singes leather and makes it 
cracky like burnt pie crust. Customers come 
back and demand another pair, and sometimes 
the store, or the factory, pays for the care- 
lessness of burning shoes. 











Report Sizable Increases 


DENVER, CoLo.—Retail conditions in 
this market seem to be showing a very 
definite improvement. Here are a 
couple of representative statements. 
Carl Schwartz, Best Shoe Co., 835 
Sixteenth Street: “We are much en- 
couraged; our November sales ran be- 
tween 35 per cent and 40 per cent ahead 
of the corresponding month for 1932, 
and from all appearances December 
P. H. McGuire, 
manager W. L. Douglas store at 628 
Sixteenth Street: “Our final figures 
are not complete yet, but I know we ran 
at least 20 per cent ahead of last No- 
vember. We have also noted a very 
definite increase in demand for better 
grade shoes.” 


Reports Good Silver Season 


DENVER, CoLo.—J. N. Lorber, oper- 
ator of two stores here, reports that 
due to the use of fewer colored dresses 
this year, silver kid slippers are in 
excellent demand. “So far this has 
been one of our best silver seasons in 
some time, and we look for the demand 
to continue until after the holidays,” 
he declared. 
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New Patented “Tap” 


NEw York—Selva & Sons, Inc., 1607 
Broadway, manufacturers of Dancing 
Footwear, have placed their new po- 
tential “Rhythm Tap” on the market. 
“Rhythm Tap” contains many new fea- 
tures. It’s ingenious construction rep- 
resents an abrupt departure from the 
old type of taps. 


Works with Hose Dept. 


CINCINNATI, OHIO — Charles A. 
Remke, manager of the shoe department 
in Dunlap Clothes Shop (for men), says 
that one way to tie up shoe sales with 
the sale of hose is for the clerk at the 
hose counter to suggest that the cus- 
tomer look at shoes while he is in the 
store. If a sale of shoes is made at 
this suggestion the hose clerk is cred- 
ited with one mark. A pair of shoes 
is given him free when he has totaled 
25 marks. 

Often a salesman will earn several 
pairs of “free” shoes in the course of a 


year by this method and the shoe sales |" 


are greatly increased also. 

O. M. Mackenzie, manager of the 
hose department in Dunlap’s, says that 
they have found the best way to sell 
hose in a men’s shop like Dunlap’s is 
to keep the hose on aisle tables. Men 
don’t like to ask a clerk to show them 
hose from a case if they are in a 
hurry and the convenience of the table 
allows them to make a selection and 
purchase in a short time. Mackenzie 
said that they have even sold woolen 
sox in Summer by this method. 





Good Orders Received 


CoLumBuUSs, OHI0O—Orders sent in by 
the corps of 60 traveling salesmen of 
the H. C. Godman Co. for the first 
days after arriving on their territories 
were in every instance above the rec- 
ords of last year, showing that buying 
for spring is considerably in excess of 
early orders in December last year. Not 
one account showed a reduction in vol- 


ume over a year ago. 








JUST WEST of BWAY 


NEW YORK 


1000 ROOMS...EACH WITH RADIO 
BATH and SHOWER, CIRCULATING 
ICE WATER, LARGE CLOSETS 


ropms $250 SUES $600 

















Two Blocks from 
White House 


A third of our Presi- 
dents have inscribed 
their names on the ° 
register of 


One 
WILLARD HOTEL 


“The Residence of Presidents’”’ 
Washington, D. C. 


H. P. SOMERVILLE, Managing Director 











Open Displays Sell Goods 


WOONSOCKET, R. I.—Approximately 
ten open display tables located in the 
upper floor shoe department at Mc- 
Carthy’s department store, give their 
stock valuable publicity, according to 
Edward DeRoche, manager. Stock on 
these display tables is changed every 
three days to present an ever-changing 
review of shoes, slippers, rubbers, etc. 

While these units border both lengths 
of the department, Mr. DeRoche re- 
ports the units adjoining the women’s 
hat department are the best sales pull- 
ers, presumably because a woman pur- 
chasing a hat is often desirous of buy- 
ing shoes to match. 

“We know from actual experience,” 
comments Mr. DeRoche, “that we get 
considerable business from these many 
open displays and due to the fact that 
they are changed very frequently.” 




















 — 
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New Taunton Store 


TAUNTON, Mass.—The Spencer Shoe 
Store, chain retailers, opened a new 
store at 13-14 Taunton Green, formerly 
occupied by the Model Shoe Store. This 
location is much larger than previous 
locations they have occupied in the ten 
years they have been operating in this 


city. 
Gerald Dooley and Richard Dooley are 
the local managers. 





Heels Coming Down 


Cuicaco—Attention is called to the 
fact by the Palmer House Boot Shop 
that heels are coming down in the 
world. In an important section of their 
State Street window these shoes are 
set upside down, bringing into promi- 
nence their varying height heels. One 
shoe is labeled “High French Heels, 
24/8”; the second “Low French Heels, 
20/8”; the third, “Baby Louis.” 





OBITUARY 





Frank M. Beckett 


PHILADELPHIA, PA.—F rank M. Beck- 
ett, 73, dean of the Philadelphia shoe 
travelers, died at his home last week. 
While Mr. Beckett had retired from ac- 
tive road work two years ago, he had 
completed a full 50 years of shoe sell- 
ing. For the past 20 years he repre- 
sented J. Edwards & Co. of this city. 
Surviving is the widow and three sons. 


Ben Sinsheimer 


Cuicago, ILt.—Ben Sinsheimer, presi- 
dent of Sinsheimer Bros. & Co., died 
suddenly Saturday evening, Dec. 2. In- 
terment was in Free Sons Cemetery on 
Monday. Mr. Sinsheimer was 66 years 
old and had been in business for 40 
years. The business is continuing to 


operate. A successor to Mr. Sinsheimer: 


has not yet been determined. 
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Amos F. Bailey 


LyNN, Mass.—Amos F. Bailey, who 
manufactured shoes in Lynn as a mem- 
ber of Bailey & Davis Shoe Co., and 
other concerns, died suddenly last week, 
age 73. In later years of his life Mr. 
Bailey was with the Hood Rubber Co. 
at Watertown. He was born in West- 
port, Me., was a member of several 
Masonic bodies and the Odd Fellows. 
He is survived by his wife and son, 
the latter, Lieut. W. O. Bailey of the 
U. S. Navy. 





John C. Fitzwater 


Gengva, N. Y.—John Curtis Fitz- 
water, 80, for 43 years a retail shoe 
dealer and prominent civic leader of 
that region, died Dec. 3. 

He was born in Bluff Point, N. Y., 
and entered the shoe trade at an early 
age. He was a director of the Geneva 
Savings Bank and a leading member 
in the Geneva Chamber of Commerce 
and Geneva Merchants’ Trading Asso- 
ciation. He is survived only by his 
widow, Mrs. Lois Dean Fitzwater. 





Jacob Poliner 


MIDDLETOWN, CONN.—Jacob Poliner, 
70, head of the retail shoe firm of J. 
Poliner & Sons, died suddenly Dec, 7. 
Mr. Poliner was a native of Austria 
and on coming to this country first 
settled in Hartford and soon afterward 
in this city. He had been a shoe mer- 
chant for 48 years, having conducted 
the present store during the past 27 
years. Mr. Poliner is survived by five 
sons, Israel, Harry, Isadore, Samuel . 
and Morris Poliner; a daughter, two 
brothers and a sister, 





Lawrence Lennox Dead 


Lawrence Lennox, who sold shoes for 
15 years, as a representative of P. J. 
Harney Shoe Co. and other concerns, 
died this week at Middleton Tubercu- 
losis sanitarium. He was born in Lynn 
43 years ago, and he was graduated 
from Trinity College and was a mem- 
ber of the Delta Psi fraternity. He is 
survived by his wife, five children, his 
mother and his brother. His grand- 
father, Patrick Lennox, a noted tan- 
ner, originated dongola kid. Mr. Len- 
nox was in the navy during the World 
War. 
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A perfect background for 
Hoge-Montgomery Company's 
Fashion and Feature Shoes 


® 

DON'T FAIL TO SEE THIS MUCH TALKED ABOUT LINE 
AT THE 

N. S.R. A. CON VE . T tO oN 

SAINT LOUIS, JANUARY 7, 8, 9, 10, 1934 


HOTEL STATLER 
Rooms 1012-1014-1016-1018-1020 
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J. E. Wyckoff 
W. Reynolds Crook 
Chas. H. Roberts 
W. B. Tarpley 

. Joe Foley 
Pat H. Riley 
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GORGEOUS No. 3972-41 Charles H. Strassner SPRAY No. 3688-10 


HOGE-MONTGOMERY CO., INC., Frankfort, Ky. 


Quattty first tast and always 





Vol. 104. No. 16. bso ne every week by the Boot and Shoe Recorder Publishing Co., 239 W. 39th St., New York, red as second 
i¢ Post Office at New 





ass matter, Sept. 10, 1925, 
York, N. Y., under the act of March 3, 1879. Su bscription price $3. ny es —_ Printed in o Ss. A : 








BOOT AND SHOE RECORDER, December 23, 1933 


THE ARISTOCRAT OF FLEXIBILITY 
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This modern shoe, distinguished 
for grace and flexibility, is made on 


standard GAC equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility). 


The outsole may be attached by chain 


stitch, lock stitch, or by cement. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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responsibility to help every merchant 
with whomwe do business to be successful 


. 


shoe manufacturing business over a period of many years, 
has been absolutely dependent upon the success of the 
people with whom we do business. It still is. We would like to 
tell you about the assistance we give the merchants who stock 
City Club and Park Plaza Shoes (to sell at $5 and $6). We 
would like to tell you about the many reasons why there is a 


profitable future for the dealer who stocks these lines of shoes. 


Potors 


A Branch of the International Shoe Company + St. Louis 
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The success we have enjoyed in the 





The complete new lines of City Club and 
Park Plaza Shoes for Spring and Summer 
are now in the hands of our salesmen. 






6. 
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Bookkeeping made so simple that a high- 


school boy would have difficulty in making 
errors of entry. 


written in every-day language. 











































































































































































































































































































of Finances 


CONSISTING OF: 

Complete Bookkeeping 
Guide— 

Daily Records— 

Departmental Records— 


Comparative Statement of 
Income— 


Daily Record of Salesmen— 
Comparative Trial Balance— 
Cloth board loose leaf binder. 


$1 Q-50 Complete 
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The 


Sales 


Sales Compar- 
son 

Cost of Sales 

Returns 





Postage Prepaid 
(Check with ord 1 
Unless C.0.D. hi — 
is preferr 


USED IN CONJUNCTION WITH OUR STOCK AND DAILY SALES REC. 
ORD, IT GIVES THE BUSY STORE ACCURATE RECORDS OF EVERY 
DETAIL. 


The Most Complete Record 


in the Most Convenient Form 


giving you at a glance your net profits over any period 
to date, and any detailed information you may require. 


least entries—the least work — 
the least chance of confusion or error. 





DAILY— Receipts onus 
Itemized Over- TWO YEARS’ 
— 4s "arensar 
FIGURES Net Earnings STORE. 
REFILLS IN 
STOCK. 





MAIL THIS TODAY b> 
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Merchants Service Dept. 


Shoe Recorder 


Chicago, Ill. 


Serer eeereeeeseeseese 


—Please send me the FINANCIAL RECORD, 
for which find check enclosed for $10.50. 


— Please send me sample sheets for inspection. 


if he follows the guide 
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“That's the most Profitable 
Spot in Our Store” 


Hundreds of shoe retailers in every section of the country are asking them- 
selves the question,““What has happened to our children’s business?” At the same 
time hundreds of Poll Parrot dealers are pointing to their Poll Parrot section and say- 
ing,“That’s the most profitable spot in our store.” @ Those dealers have a very remark- 
able line of shoes in Poll Parrots...a line that is well and favorably known...a good 
and appealing name. They are working closely with us and using our cooperative 














@ advertising features liberally. They are lifting themselves out of the price rut 
ee and selling shoes in increasing volume, and making money. ® Investigate 

\ this Poll Parrot proposition. Ask others about it. We welcome you to 
ak ey e i write direct to our customers and get your information first-hand. 
S| 
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ST. L OUIS, MO. 





When writing advertisers please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER, December 23, 1933 


The Last Modeler knows that the toe of the 
Th last is of vital importance to the beauty of 
e the shoe .. . His efforts may be easily de- 


stroyed, however, by bulk and lack of uni- 


formity in materials used that do not follow 
and the the allowances of his design. 


Celastic has been accepted by many Last 


6 


Designers and Style Men as a material that 
will always reproduce a picture of their art. 








THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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What every merehant should know 


. . . In the simple mathematics of 
magazine circulation, advertising in 
THe AMERICAN WEEKLY pulls twice as 


hard as advertising in any other maga- 
zine, simply because it reaches more than five million families—twice as 
many as are reached by any other magazine. Translating this fact into 
terms of sales, THE AMERICAN WEEKLY has twice the power to drum 
up business for retailers who feature the products advertised on its pages. 










p 

















The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 
circulation. 






In each of 93 cities, it reaches one out of every two families 
Im 110 more cities, 40 to 50% of the families 

In an additional 157 cities, 30 to 40% 

In another 169 cities, 20 to 30% 


.-. and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 






Greatest 
Circulation 
in the World bk / y 
See ee ee ee Vey ©) UE! eae eee GEE IGOR, SE, SEIS 





“The National Magazine with Local Influence’ 
Main Office: 959 Eighth Avenue, New York City 
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LIGHT WEIGHT COLORED CALF 

















ow, 
FOOTWEAR 
The “Ireau” model, 
made of Ohio’s White 
Kafforite, by 
Johnson, Stephens & 


Shinkle Shoe Co. 
St. Louis, Missouri 


A COMPLETE SERVICE IN FINE CALF LEATHERS 






RESS FOOTWEAR .. . dainty Kafforite’s lustrous sheen with depth of 


shoes, smart shoes . . . when made _ color tone aids the stylist in getting a fine 


of Kafforite light weight calf have all the 
elements of refinement for emphasizing the 
beauty of pattern, plus shape holding and 
longer wear values. This wonderful leather 
is comfortable to tender feet !! Its mellow, 
glove-like feel, its fine grain with tight 
break, give a richness of appearance to 
dainty light weight footwear. 


result. Its cutting area being uniform, fits 
it into the cost budget of medium and fine 
grade footwear. Besides white, it is avail- 
able in Marine Blue, Flint Grey, Paris 
Grey, Indies Brown, Bourbon, Fawn 
Brown, Sea Sand, Spring Taupe, Biscay 
Brown, Gala Brown, Chaff-Beige, and 
Madeira Brown. 


Mhz Ohio. Leathes Company 


GIRARD 


On! 
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